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HOW SPRINKLERS 
AFFECT FIRE RATES 


Wisconsin Insurance Department Is- 
sues Letters Received on Subject 
From Manufacturers 


HEAVY CUTS NOT UNCOMMON 


Testimony From Concerns in Many 
Lines of Business Wil! Interest 
Rate Students 
One reason for falling premium in 
come in many agencies is the reduc 
tion in rates caused by installing 
sprinkler equipments. Just to what ex- 
tent the sprinklers cut down rates is 
illustrated in a report which reached 
The Eastern Underwriter this week 
from the Wisconsin Insurance Depart 
ment. The Commissioner wrote to a 
number of manufacturers in the State. 
asking their experience, and extracts 
from their replies are printed here- 
with for the information of students of 

the rate question: 
Appleton Plants 

Appleton Wire Works, Appleton, 
Wis.: Our rate was $13 per thousand. 
We are now paying on our sprinklered 
risk $1.30 per thousand. 

Interlake Pulp & Paper Co., Apple- 
ton: Our rate was formerly $1.30. Our 
present rate is now $1.05. 

Appleton Coated Paper C€Co.: Our 
sprinklers cost $7,500. Our rate was 
reduced from $17.50 to $1.30. 

Appleton Post, newspaper, Appleton, 
Wis.: We paid before being sprink- 
lered $1.10 on contents; 75 cents on 
building. Our new rate is 30 cents and 
25 cents. Our premiums have dropped 
from $450 to $140 per year. We are 
now compelled to carry 10 per cent. 
of the total actual value of our prop- 
erty in  sprinkler-leakage insurance, 
which costs us about $43 a year. 

Malleable Iron Range Co., Beaver 
Dam: Old rate $15 per thousand; new 
rate, $2.80. 

Beloit Iron Works, Beloit, Wis.: Be- 
fore installation, $1; now, 6 to 8 cents. 

Combined Locks Paper Co., Com- 
bined Locks: Sprinkler system costs 
us $20,000. Old rate, $1.40; new rate, 
15 cents. 

Excelsior Shoe & Slipper Co., Ce- 
darsburg: Old rate, $1.10; new, $120. 

Eau Claire Trunk Co., Eau Claire: 
Our building, mill construction, would 
cost $10 per thousand without sprink- 
lers. Present rate, $1.60. 

Brenner Candy Co., Green Bay: Old 
rate, $1.69; new rate, 29 cents. 

Consolidated Water Power & Paper 


(Continued on page 18.) 
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“*You may delay, but Time will not.’’- BENJAMIN FRANKLIN 














“The Franklin Fire 


If vou are an Agent of 
“THE FRANKLIN FIRE 
OF PHILADELPHIA” 
you represent a Com- 
pany long established 
and favorably known to 
the insuring public. and 
now fully equipped to 
render high class Ser- 
vice to both Policyhold- 
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PRESIDENT ers and to Agents. 
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L. F. BUTLER MADE 
TRAVELERS HEAD 


New President's Entire Business Ca- 
reer Has Been With This Com- 
pany—Once Actuary 


VICE-PRESIDENT SINCE 1912 


An Expert in Both Life and Casualty 
Problems—Born in Hartford— 
Went to Work Early 


Louis F. Butler, whose entire busi- 
ness life has been spent with the Trav- 
elers Insurance Co., and who has been 
vice-president since 1912, is the new 
president of the Travelers He was 
nominated for the presidency by Vice- 
President John L. Way and unanimous- 
ly elected by the Board of Directors 
There was no election to fill Mr. But- 
ler’s old position, the vice-presidents 
of the Travelers being Mr. Way, Ber- 
trand A. Page and Walter G. Cowles 

Began in Ticket Department 

Mr. Butler’s experience particularly 
fits him to be at the head of an insti 
tution with as varied underwriting In 
terests as has the Travelers 

Mr. Butler was first employed in the 
ticket department and was soon trans 
ferred to the actuarial department un 
der the late George Ellis, a man great 
ly resembling the late President Dun 
ham in his command of the loyalty and 
enthusiastic support of those asso 
ciated with him. Mr. Ellis was a pio 
neer in applying actuarial practices to 
liability insurance, and, had he lived 
his discriminating intelligence would 
have been invaluable in simplifying the 
problems connected wth the transition 
from employers’ liability insurance to 
workmen’s compensation. To his train 
ing under Mr. Ellis, Mr. Butler owes 
in no small degree his present effi 
ciency in the varied lines of insurance 
which the Travelers underwrites 

Made Actuary 

On June 10, 1910, Mr. Butler was 
appointed assistant actuary of the com 
pany, and later in the same year ac 
tuary of the accident department. That 
his activities were not limited to actu 
arial work was recognized by the dire: 
tors by his election to the office of ; 
sistant secretary on January 
He was elected to the office 
tary on January 9, 1907, upon tl re- 
tirement of Secretary hn E. Morris 
who at that time decline re-election 
and became associate secretary 

Although Mr. Butler's ability had 
been perhaps more evident in its ap 
plication to the exceedingly complex 
subject of liability and workmen's com 
pensation insurance, the directors of 
the company real.zed that the title of 
vice-president was a more appropriate 
designation for an officer who also had 
demonstrated his knowledge of the fi- 
nancial affairs of the company as well 
as his experience with all lines of life 
and casualty underwriting, and he was 
elected to that office on January 24, 
1912. Close association with the late 
President Dunham in the direction of 
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the company’s affairs made Mr. Butler 
the logical successor to:the late presi- 
dent of the company. 

Since the incorporation of the Trav- 
elers Indemnity Co. in 1906, it has de 
volved wpon Mr. Butler to direct the 
company’s activities, and he has sue 
cessively held the offices of assistant 
secretary, secretary, vice-president and 
now president 
Personal 
Butler is a 


Side 

director of the 
Bank of this city and 
Bank & Trust Com 
member of the New 


President 
National 
Travelers 


He 


First 
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pany is a 





York Commandery of the Military Or 
der of the Loyal Legion, and the Grif 
fith ‘A. Stedman Camp of the Sons of 


member of the 
Golf Club 
and th 


He is also a 
Club, Hartford 
Country Club 
Club 
born in Hartford, 
father, John Hart 
of the late Dr 
city, was an of 
Army during 
chief of ar 
Cavalry Brigade 
the Potomac. John H 
yvounded in an engagement 
November, 1865, and 
retire from active 
with the 
mother 
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Army 
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John S 
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the Civil 
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of the 
Butler 
in Virginia 
later was obliged to 
service, because of disability 

rank of major Mr. Butler's 
was a daught Louis Fatio 
in the United Navy and subse 
quently captain in the United States 
Revenue Marine Mrs. louis F. Butler 
is a daughter of the late Rev. James B 
Concord N. H., and a 
of James B. Powell, at 


is 
Reserve 


ot 


er ol 


States 


t} 
Goodric of 
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yne time president of the Mercantile 
sank of this city Mr. and Mrs. Butler 
have four childre: Their home is at 
No. 188 Fern Street 
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FAMOUS MEN TALK INSURANCE 


E A. WOODS’ 35th ANNIVERSARY 
A General Agency That Practices What 
It Preaches—Members Carry 
Heavy Insurance 








The E. A. Woods Agency, Inc., Pitts- 
burgh, general agents of the Equitable 
life Assurance Society, thirty-five 
years old The thirty-fifth anniversary 
was celebrated by a two days’ conven- 
tion of agents at the Hotel Schenley 
lt was characteristic of the head of the 
agency that there should be one domi- 


is 








nant subject of discussion It was 
“Salesmanship.” .A great many promi- 
nent men talked at the banquet or at 
meetings. Their names and subjects 
follow 

( s preside 
t Cari I and secretary 
ft Pittsburg! 
‘Life 
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Life Ir oe,” 

D i J Edwards, director of the Depart 
‘ f Public Health, of Pittsburgh: “The 
Value f Periodical Medical Examinations.” 
H. |. Heir head of pickle firn “Character 











i States Senator Lawfence hert 
Lif Insurance a Community Service.” 
The E. A. Woods Platform 
It is interesting at this time to pub 
lish the platform on which the FE. A 
Woods Agency stands This follows 
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The officials, directors and agents of 
the Woods Agency carry personal in 
surance in the sum of $2,031,420 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 
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Chairman of the Board 
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The Big Texas Company 
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Insurance in force over 
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For Agency Contracts Address 0. S. CARLTON, Pres., HOUSTON, TEXAS 














WATCHES 80 000 POLICIES early training had been on a farm, and 
> after I started out I did not want my 
a friends back home to feel that I would 
A SUPERINTENDENT'S SUCCESS not make good. I made my own rules: 
they were strict ones, and were fol 
E. W. Lee, of John Hancock in Har- lowed. 
A ‘ 
lem, ge eye Must His Talk to New Agents 
sates “In talking to new agents I tell them 
E. W. Lee, who started soliciting that they are endowed with all the 
business for the John Hancock in De- qualities necessary to make a success 
cember, 1883, in Brooklyn, and has a There are two roads, either of which 
field force of seventy-three men, which can be followed. If a man is willing 
will soon be increased to eighty, has (to pay the price necessary, he can win 
sneceeded because he has made his a success. This price is not so much 
business a life-long work instead of a It merely means hard, intelligent work 
make-shift. In his territory from Forty. Every man is a master of his own 
Second street north to Harlem, in New future and fortune If not industrious 
York City. are 750,000 people. So far he cannot get far along Men who 
8,000 of these are on his books and drink or gamble have no opening in 
he constantly drives home the fact that the life insurance business, and the 
there are 670,000 people in his district same applies to men who are lazy I 
left to insure, and with that number of will give you an illustration of the re 
prospects every man has only himself ward of industry 
to blame if he does not succeed. “In this office last week one of our 
Averaged Large Increase collectors visited a house to collect 
; from three families There had been 
Mr Lee was appointed a collector one another family in the house carrying 
year after joining the John Hancock several policies in this company They 
I! 1888, four years later, he was pro- had moved out of the State, permitting 
moted to assistant superintendent In their policies to lapse This was last 
1899 he was made superintendent. In way. After our man had made his 
averaging an increase of $100 a year three collections last week, he can 
ov the same debit as an assistant for vyassed the house, finding in it the fam 
eleven years. Some of his views are i}; that had moved away and which 
unusual interest i had returned. The family was induced 
“T decided as soon as I joined the t> insure again. The agent who origi 
John Hancock, he said, “that T would nally wrote the family was remiss in 
devote all my time, my energy and my not finding that they had returned 
ability to its upbuilding. I had no time ‘the collector who found them was re 
for matinees because there — was al warded for his industry.” 
ways more important business’ on : 
hand Many times I was told that I 
as foolish to work so hard. but most ONE IN 10,000 SELF-SUPPORTING 
o: the men who gave me this advice In an address on “The Broken Fami 
iave long since dropped out of the ly.” Superintendent William (C. Graves 
running of the King Home for Old Men, Chi 
“T have always found that in order to cago, declared to a class in sociology 
make a success it is necessary to buck at the University of Chicago that only 
the tide and not drift with it There one man in 10,000 is self-supporting at 
are times in life insurance, as in every the age of seventy years. Other statis- 
other business, when everything seems tics used by Superintendent Graves 
t» go wrong. It is at such times that were in line with those given by Mr 
one should give closer application to Lee W. Squier in his comprehensive 
ore’s work; scrutinizing every detail. survey of the pension movement, enti 
uwshing hard and persistently for re- tled “Old Age Dependency in the United 
sults | decided to become a life in- States.” It is estimated that in the 
surance salesman because I knew some United States at the present time there 
vho were successful, and I felt able are approximately 1,250,000 former wage 
to do as well, particularly as I intend- earners, sixty-five years and older, de 
eq to work harder than they did. My pendent on public and private eharity 











individuality at its full value. 





Solicitors are like gizzards, no good without grit. 
ment and connect with some young company where you can find a future worth considering ? 
you have always traveled in, and look out into the wide world, you Jack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. : 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” ; 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you 3 
The president of this Company is W.T. Crawrorp; Vice-President and General Manager, THomas P 
Lioyrp, M. D.; Superintendent of Agencies, W. M. Lrnpsey, all of Shreveport, La. , 


mean the realization of all your dreams. 








How many times have you promised yourself to cut loose from your present environ- 


When you climb to the top of the rut 
Grit is the key with which you can do the winding. Jf you 


You can secure a 





If you have the grit to make a change and a reasonable 


are entitled to it and the capitalization of your 
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STANDARD POLICY, NOT TERM 


THOS. iL. SHEVLIN’S $1,000,000 
How Latest Insurance on Minneapolis 
Man is Divided—His Letter 


to Agents 


An interesting point about the latest 
million dollar insurance placed on 
Thomas L. Shevlin, of Minneapolis, the 
fermer Yale athlete, who is now presi- 
dent of the Shevlin Co., is that it is 
not a term policy. The business was 
handled by Byron H. Timberlake, of the 
Provident Life & Trust, the Prudential 
Insurance Company of America, and the 
Mutual Life Insurance Company of New 
York; Lorin Hord, general agent of the 
Home Life, New York; Telford K. 
Thompson, of the Aetna Life, and W. 
Meade Robinson of the New England 
Mutual Life. 


How Total is Divided 


The $1,000,000 total is divided as fol- 
lows: 


ON ID odichuesanawaaweaal $150,000 
LE 6 50,000 
CE BD on.6s6.nat ake stnean 100,000 
PRMGCMEIEL EATS noc ccciascscces 50,000 
DE BD vc tacbdd esac eedaae 150,000 
New England Life............. 50,000 
OME ck ob dre wens baeanean 200,000 
ae 200,000 
Massachusetts Mutual ........ 50,000 


Shevlin’s Views 

Mr. Shevlin has written the following 
letter to Mr. Timberlake: 

Dear Sir:—I wish hereby to express 
to you my appreciation of the satisfac- 
tory manner in which you and your as- 
sociates have handled the million dol- 
lars of insurance upon my life which 
my companies have just taken out. 

Your strong recommendation of a 
standard policy instead of a term poli- 
cy. which I have approved by accept- 
ing, was undoubtedly wise counsel. The 
fact that you gave similar advice to the 
Pillsburys when they were placing the 
half million on Mr. Loring, and which 
after several years of trial proved so 
setisfactory, together with my accept- 
ance of your recommendation along 


with similar endorsements from many 
others, should give you high rank 


among insurance counsellors. 

I wish to say also that I am pleased 
with the companies you selected and 
with the businesslike and thorough 
manner in which the entire transaction 
was handled. T. L. SHEVLIN. 


Letter of the Agents 

The agents wrote to Mr. Shevlin as 
follows: 
Dear Sir: 

We wish to assure you of our appreciation of 
your confidence in_asking us to place the mil- 
lion dollars of life insurance you have just 
taken out, and to thank for your 
courtesies. 

In reviewing the transaction, now that it is 
concluded, we feel a measure of satisfaction 
in the knowledge that the companies we have 
selected for you are strictly high grdde, carry- 
ing a very favorable average low cost and 
good values in the policies. 

Concerning the kind of policy, the life plan, 
one of the standard forms, which you have se- 


you 


BUSINESS INSURANCE 
An Excellent Argument for Taking 
Separate Rather Than Joint 
Policies Presented 


W. C. Bryant, of the Chicago agency 
of the Pacific Mutual Life, presents an 
irteresting question regarding business 
insurance, and an answer thereto, both 
of which are reproduced: 

Q. A corporation has five officers 
aged, respectively 52, 48, 47, 33 and 29. 
it desires permanent insurance on their 
lives, at the lowest possibly outlay, in 
the following amounts: President (52), 
$30,000; vice-president (48), $20,000; 
each of the others, $10,000. What 
would you offer? 

A. For permanent insurance on each 
life in the amounts named I could of- 
fer only the Endowment at 85 Policies, 
costing as follows: 


DE edaa Sexes $30,000 $1,275.00 
_, SE re 20,000 709.00 
Re erie bas cai 10,000 339.50 
_ eer ee 10,000 206.00 
aD ciransnesxe 10,000 184.00 

Annual premium .......... 2,713.50 


Joint life policy combinations would 
reduce the annual outlay but would 
not, under certain conditions, give per- 
manent protection on each officer in 
the amount named. 

If they are to be considered I would 
offer: 


52 and 48...... $20,000 $1,180.00 
ie. 2 eee 10,000 580.00 
32 and 29.... 10,000 304.00 

Annual premium . $2,064.00 


The death of any officer in this case 
would protect the company far as 
he was concerned, but would leave them 
unprotected on one or more of the 
other officers. 

As the question reads I believe the 
former is the only correct answer, 
though the intent of the question may 
be different than the literal interpre- 
tation. 


sO 





B. C. DAY RESIGNS 


Bertram C. Day has resigned as pres- 
ident of the Lafayette Life of Indiana, 
the directors at a special meeting hav- 
ing appointed Abnor E. Werkhoff, 
vice-president, as acting president. 


ected under our recommendation, we know 


| 

positively you will find it cheaper in the 
long run and much more sattsfactory to you, 
and to your companies, than the term policy 
which you at first suggested 

Having been favored with your confidence 
in placing this insurance, you can rest as- 
sured we have not imposed upon you in our 
recommendations, and we respectfully request 
that should any disturbing element, incident 
or individual, appear at any time in connec- 
tion with any of these policies, that you no- 
tify us, or request us to make explanation 


or answer, to any question that may possibly 
be raised concerning them. 
thanking you for 
you of our sincere 


and 
we 


yours favors, 
appreciation, 


Again 
issuring 
remain, 
Lorin Hord, 
Frank R. Smith, 
Telford K. Thompson, 
B. H. Timberlake. 


BARRETT AND SNOW MEETING 


ENTERTAIN STATE MUTUAL MEN 


Worcester General Agency Will Write 
$1,500,000 This Year—President of 
Company a Guest 


Worcester, Mass., Nov. 8.—Leon J. 
3arrett and Benjamin B. Snow, of this 
city, are unusually successful general 
agents of the State Mutual Life. Six 
years the agency writing a 
maximum of $300,000 a year. Last year 
the production $1,358,000. This 
year it will total more than $1,500,000. 

Recently this general agency gave an 
Old Home Week and Hallowe’en Party 
which was attended by Bertram 3H. 
Wright, president of the State Mutual 
Life; E. C. Fowler, superintendent of 
agencies; D. W. Carter, secretary; EF. 
S. Barker and C. S. Ferguson of the 
Poston general agency; fifty agents in 
Worcester County, and by other repre- 
sentatives of the Company, including 
Chandler Bullock, counsel. 


What is a Rut? 

Mr. Snow made an effective talk at 
the business meeting, taking as his topic 
“What is a Rut. How to Tell When 
You are in One and How to Get Out 
of It.” One point he emphasized was 
the tendency of some agents to stop 
work early in the month because they 
have been successful in getting a liberal 
production in the first ten or twelve 
days. In discussing prospects, Mr. 
Snow said that he always carried in his 
own pocket two long cards containing 


azo was 


was 


the simple words “name and age 
Whenever he thought of a possible in- 
surer while he was traveling on a 


street car, railroad train or at home at 
night, he drew a card out of his pocket 
and jotted the name and age down. 
Later, the name was given to some one 
tc follow up. 

General Counsel Bullock discussed 
bills coming before the coming legisla- 
ture. He said that agents should watch 
legislative matters carefully. 

Mr. Ferguson of the Boston general 
agency spoke cleverly on the subject of 
“Making Our Dreams Come True.” He 
based his talk on the fact that nothing 
of importance was ever accomplished 
without one’s having a vision of it In ad- 
vance. 


Estate Funds 
Estate funds and how to get people 


interested in them was discussed by 
H. G. Perry, of the Barrett & Snow 
agency. J. E. Hartland, of the agency, 


discussed the monthly income policy. 
Mr. Landry, supervisor of applications 
of the State Mutual, discussed the atti- 
tude of the Company toward heavy- 
weights and light-weights, and pressed 
upon the agents the necessity of secur- 
ing complete information regarding ap- 
plications. 

Following the business meeting there 
was a jolly hallowe’en dinner. 


NEW LOW RATE POLICIES 


Iscucd Ey Southwestern Life of Dallas— 
Disability Berefts Without 
Add.ticral Charge 

Southwe Life, of Dallas, is 
is:uing some attractive new policies at 
low rates 

New features added are disability 
benefits without aditional charge and 
t the end of the first year 
bie toward the payment of second 


iums. The new premium rates 
i¢ 
Age 2 Age 35 

*New Old *New Old 
) Rate Rate Rate 
( I $16.30 $21.70 $22.80 
24.45 29.95 30.85 
Y I 41.55 43.00 43.80 
I ‘ sue i tes include Dis 

‘ B ) 

The Company has now more than $3.,- 
500,000 of admitted assets, surplus to 
policyholders over $700,000. and more 
than $28,000,000 insurance in force. 


The Southwestern Life Insurance 
Company has paid l 
beneficiaries since organization $1,279.- 
284, and has never been sued by a 
neficiary to ] claim. 





policy 


collect a deat) 


CONN. GENERAL DIVIDENDS 


Basis of Dividend for 1916 Probably 
Same as Schedule Used Since 











1912 
The Connecticut General Life of 
Hartford advises that the basis of divi- 
iends of that Compa for 1916 has not 
vet been decided it it is probable 
\ cot 1 s schedule 
ey have used since January 1, 
1912. The schedule referred to for the 
Ordinary Life 1 7 Payment 
I plans follow 
( ) 
4: r 
Pre 
é : 
25.8 4 4.31 
§ 4 5.16 
HH 4 
45.49 6. é 7.9 
p--4 Q 6 
; 4 RR 6 
T PAYMI TS 
A 8) Is s of 
Age Pre x 
¢o=.8 ¢. ¢ , $ $ 2.89 
3.¢ 4.14 4 
4.47 4.71 4.97 
4 <.19 ¢.46 5.7 6 
4 4 6.17 6.5 6.8 
gs 62.6 0.62 I 7 
6 -- 12.58 13.14 > g 








JOINS E. E, HARRIOTT 


J. H. Tousley, until October 1 State 
Deputy of the M. W. A. in Montana, 
has resigned and entered into partner- 
ship with E. E. Harriott of Missoula, 
as general agents for Northwestern Na- 
tional Life of Minneapolis, with terri- 
tory west of the Rocky Mountains in 
Montana and the Panhandle of Idaho. 























The Prudential 


40th Anniversary, October, 13, 1915 
MUTUALIZED BENEFITS INCREASED A POLICYHOLDERS’ COMPANY 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated Under the Laws of the State of New Jersey. 

















Home Office, NEWARK, N. J, 
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MONTHLY INCOME PRIZE ESSAY 


WRITTEN BY A LOUISVILLE MAN 





S. M. Burbank Wins Aetna Life Lite- 
rary Contest—L. O. De Ronge 
Gets Second Prize 





S. M. Burbank, of Louisville, won the 
first prize in the Aetna Life’s contest 
on the subject “How to Sell Monthly 
Income Insurance.” The second prize 
was won by Louis O. De Ronge, Hart- 
ford, Conn. Mr. Burbank’s office says: 

The best way to sell Monthly In- 
come Insurance is to get clearly before 
the prospective buyer what a policy of 
this character actually and necessarily 
does and perhaps as good a way as 
any to do this, is to show him what 
other forms of insurance do not do. 
This may appear unwise at first 
thought, but it is a thing to do 
since there is no weakness in any form 
o: policy that does not exist in any 
other asset a man leaves when he dies. 
What An Agent Should Bear in Mind 

It is important for the selling agent 
to have several things clearly in mind. 
First, what is the motive that usually 
animates a man in buying life insur- 
ance? Obviously it is to provide a 
means of continuing the support he is 


safe 


now giving to some dependent one, 
which will cease at his death. 
Continued support then is his main 


The second thought is, how 
can he be assured that this support 
will be continued? Do the older forms 
of policy give this assurance? Does 
anything else give it? We know and 


purpose. 


he knows that in a great number of 
cases they do not, not through any 
fault of the policies, but due to the 


frailties of human nature. A _ large 
sum of money is paid to the widow 
who in the great majority of cases is 
wholly inexperienced in business, who 
knows nothing of the dangers incident 
to investments, who realizes but slight- 
ly the villainy of scheming scoundrels 
and she is asked to invest this large 
sum of money so that it may be safe 
and yield sufficient returns for her sup- 
pert. Is it not unreasonable to expect 
a woman to do this safely and pro- 
fitably ? 

In addition this 
money furnishes a temptation to sat- 
isfy the accumulation of desires of a 
life time, which the husband was un- 
able to afford and it is only natural to 
yield to this temptation and now sat- 
isfy them. There are the unfortunate 
and importunate relatives to contend 
with; the rascals who so ingeniously 
present their ‘Get Rich’ schemes; the 
smooth automobile salesmen—notice 
the number of widows you see driving 
electrics. These are but a few of the 
trials and temptations that beset a wo- 
man suddenly in i sub- 


large sum of 


possession of a 


stantial sum of money and they ac- 
count for the loss that in so many 
cases is inevitable 

Some men are not so much con- 
cerned about the misfortune that may 
overtake their widows due to their 


folly and extravagance, but how about 
the children? They are his own flesh 
and blood and it is they that suffer 
most when misfortune comes. He 
will listen to you when you tell him 
about them 

If therefore the applicant's 
iz to protect dependent ones (and the 
majority of insurance is for such pur- 
pose) is it not important that he buy 
a policy that absolutely does protect 
for a definite time and for a definite 
amount. No other form of policy and 
nc other asset provides this certainty. 


this 


motive 


Better Than a Government Bond 


47 mort ye er roverts she 








hese policies; she can- 
not sell or assign this income. It is pay- 


able to her for twenty years, or to her heirs 
if she dies during the 20 years. Her _ heirs 
therefore have a possible interest in this in- 
come and she cannot give a clear title to it 
and therefore cannot sell it or assign it. It 
is better than a government bond, real estate, 
securities or cash 

Through one of these policies a man ap 
points the Aetna Life Insurance Company his 
trustee with their authority limited and de- 
fined by the terms of the contract. There is 
no charge for administering the estate; it is 
free from taxes, National, State and Munic 
ipal; the income is absolutely net and abso 
lutely certain. 

Nearly every man will say he has as much 
insurance as, or more than, he can pay for. 
If an instrument could be devised by which 
the agent could show the prospect the least 
amount of insurance he can afford to provide, 
every agent would want such an instrument. 
The Income Policy shows this as: accurately 
as a fever thermometer registers the 
temperature 

Ask such a man to make up a family bud 
get; take himself out of the family, consider 
that he is the most expensive member of the 
family, because of his insistence that_ his 
family live as well as he can possibly afford, 
and ascertai: from this budget the least 
amount of money they will require monthly 
reasonable necessities and a 
l in mis amount is the 
can afford to buy, other- 
necessity suffer hardship 
to thinking when you 
1 salary, or at least a 
part of it. It is a new thought to him and 
antl yuses his interest. A Monthly I: 
me Policy does this perfectly and at most 
] 1aranteed return to his family is 
maximum cost to him. In short, it 

neans by which a man may die, 

ubt mat his wife and 








It sets a salaried man 
















en the support he him 
given them. The assur- 
old Aetna will take his 
rent, will furnish the 
I children, will 

half way a 
peace It effectually re 
lish that thousands of men feel 
momen hen, with the faith 





possibili- 
ve their 


PRIDDY’S SYSTEM 


How He Arranges Card Index—Watches 
Birthdays Closely—Material 
Always at Hand 


Lawrence Priddy, one of the biggest 
writers in the New York Life and well 
known in life insurance the country 
over, in a recent address explained 
some of his working methods. It will 
interest all to know that a man who is 
selling between $500,000 and $1,000,000 
of business annually thinks one of the 
very best things he does is to keep a 
card-index system. He arranges chro- 
nologically his index of prospects gath- 
ered from every  source—business 
transactions, realty transfers, names 
from the morning papers. He calls on 
all his prospects and policyholders as 
far as possible to do so on their birth- 
days, offering felicitations; he says the 
system pays big dividends. Agents 
make hundreds of calls without card- 
irdexing prospects or making any rec- 
ord of the calls or of the prospects’ 
dates of birth. No agent can expect to 
close every case on the first interview, 
but he can keep a card record of the 
prospective buyer, call on him, offer 
congratulations and suggest that he do 
a good deed for himself and his family 
on his birthday by purchasing a New 
York Life policy, and the chances are 
he will get the business. Should he 
not succeed at that time, call again six 
months later, or a few days before the 
age changes, emphasizing that by in- 
suring then the man can secure it for 
less money than if he postponed action 
even for a few days. Follow this sys- 
tem carefully. You will soon have a col- 
lection of several hundred cards that 
will furnish material always for you to 
work on. On the back of the card you 
can keep memoranda of any special in- 
formation concerning the  pospect, 
memo of any literature you have mail- 
ed or left with him, or of letters writ 
ten to him or received from him. It 
is difficult to see how any agent can 
get along in this work by trusting 
largely to his memory. 


The Northwestern National Life, 
Minneapolis, gained $3,000,000 in insur- 
ance in force during the past twelve 
months, and will pass the $35,000,000 
mark by the end of the year. 





Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the 
tates. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


best selections from other 


Address— 


DALLAS, TEXAS 








MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 











REMEMBER 





The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

““It is noteworthy that this Company was organized without any promotion expenses.”” 

“I beg to report further that I find the Company in excellent financial condition.” 

“*The volume of its business has steadily increased, its surplus is growing rapidly and 


its funds are being carefully conserved under expert supervision.’ 


Home Office, DALLAS, TEXAS 
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Perfect Protection Policy 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 


pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 








E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
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Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 
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GENERAL AGENTS ON 
PART-TIME MEN 


ANOTHER CONTRIBUTION TO CON- 
TROVERSY 





Divergence of Opinion, But All Favor 





Elimination of Certain Type of 
“Agent” 
Interest in the part-time question 


shows no abatement and the develop- 
ment of the situation in Chicago, where 
the new field club was formed by prom- 
inent agents, will be closely followed 
by both companies and agents every- 
where. The views of some leading 
general agents on the question follow: 


By CHARLES W. SCOVEL 
Northwestern, Pittsburgh 

I am in heartiest sympathy with the 
ultimate object expressed in the _ slo- 
gan, “Life insurance commissions for 
life insurance men_ only’—meaning 
thereby ‘“whole-time’” men; properly 
trained professionals. 

But we have not yet reached the 
stage when this whole principle can be 
put into force by association rules or 
by State laws. These are useless, or 
worse, unless they are in line with the 
vcluntary practice of the great mass 
of insurance men themselves. 


Analyzing the Situation 


Before we can make such rules and 
laws effective, we must ourselves pro- 
gress much further along two lines of 
cevelopment. One, the negative line, 
is to become more and more aroused 
to the evils that follow in the trail of 
every unfit agent (part-time or whole- 
time), evils that hurt the prospect, the 
policyholder and the public as much as 
they do us. The other, the positive 
lize, is to raise gradually our own 
standards of men, training and meth- 
ods, as to develop a truly profes- 
sional body of agents, capable of fit- 
ting the modern services of life insur- 
ance to the present and future needs of 
individual, family and business. 

Of course, this process slow 
az compared with reform by fiat. But 
it is sure; every step is so much posi- 
tive gain; and the times are ripe for 
much faster progress than ever before. 
All this discussion in the insurance 
press helps mightily—the associations 
can help most. The various phases of 
the whole subject—particularly its pos- 
itive phases—yield inexhaustible topics 
for papers and discussions, and for re- 
solutions that set up principles instead 
of laying down rules. 


so 


seems 


How to Make Practical Progress 

Since general agreement on the whole 
principle is not yet attainable, the 
way to make practical progress is to 
take up particular phases or points 
by themselves, beginning with those 
as to which, in that particular associa- 
tion, the least difference of opinion 
now exists. When a strongly prepon- 
dcrant sentiment one one or two prac- 
tical points has been reached, such 
points can be carefully formulated in 
a voluntary agreement to be signed as 
individuals. Reluctant signers will be 
brought in by moral suasion and force 
o: example far more readily than by 
any attempt (always futile) at coer- 
cion by act of the association. 

Many who are by no means ready to 
exclude all part-time men in every 
part of their territory might soon be 
got to agree to exclude in city districts 
the worst classes of “rake-off men,” to 
use the happy phrase coined by Presi- 
dent Woods. The finally-agreed-on defi- 
nition of the rake-off man to be exclud- 
ed would differ in different places ac- 
cording to local conditions and person- 


al opinions, but each such agreement 
would be a real gain for that commu- 
nity and an advance for the whole 
cause. 


Pennsylvania Legislation 
against the rake-off 
perhaps premature- 


A sweeping law 
man was enacted, 


ly in Pennsylvania June 7, 1915. I say 
“perhaps prematurely,” only because I 
have seen but little publicity given to 
it and am quite uncertain whether a 
sufficiently strong and general senti- 
ment has been aroused among the in- 


surance men themselves to secure its 
euforcement. I am far from suggest- 
ing a hasty rush to other State capi- 


tals for duplicates of this law, but any 
association might well discuss it and 
see how far its members can be got to 
agree voluntarily to exclude the same 
class of men from life insurance com- 
missions in all or part of their terri- 
tory. 

This act makes it unlawful for “any 
attorney, officer (partner), clerk, ser- 
vant or employe of any corporation, 
pertnership, joint-stock company or in- 
dividual (or any other person howso- 
ever hired or employed by or with any 
insured or any beneficiary) to receive 
directly or indirectly any commission, 
compensation or other benefit because 
or by reason of any life insurance be- 
ing placed, sold or solicited on the life 
or for the benefit of (their respective 
clients, employers or masters, or any 
of them) any attorney, officer, clerk, 
servant, or employe of the same corpo- 
ration, partnership, joint-stock com- 
pany or individual.” (Note: the words 
in parenthesis are included in other 
clauses of the act than the one here 
quoted). 

The penalty incurred by each party, 
whether giver or taker of the rake-off, 
is a fine of from $50 to $500, with or 
without imprisonment up to six months. 
And (mark this!) the act expressly ap- 
plies whether the rake-off man is duly 
licensed or not. 

Leaves General Status of Part-Time 
Man Untouched 

This leaves the general status of the 
part-time man untouched. He may be 
contracted with and licensed as, be- 
fore. But he can get commissions only 
on business written outside, not in- 
side, the concern he remains connect- 
ed with. He must go out on his own 
life insurance legs and earn commis- 
sions like the rest of us. He cannot 
merely sit like a spider in the web of 
his shop, store or office and fatten on 
the flies held in the same web and usu- 
aily made meat for him by some real 
agent’s work. 

If fully carried out, whether by vol- 
untary agreement, or by well enforced 
law, this limitation would do away 
with the worst and commonest evils of 


the rake-off man. To the part-time 
man of the class that many believe 
to be as yet desirable, it would do 


more good than harm. While it would, 
of course, shut him off from some few 
legitimate opportunities, it would make 
him from the start depend on real life 
insurance work and thus more proba- 
bly and more speedily develop him into 


an efficient whole-time man. 
By HENRY H. KOHN 
Phoenix Mutual Life, Albany 
In his famous address on the Im- 
peachment of Warren Hastings, Burke 
said: “You cannot indict a nation.” I 


feel the same way about the part-time 
agent. It is hopeless to denounce him 
without doing injustice to some 
mighty fine men, the quality of whose 
business, in many instances, is superior 
to a certain type of full-time men, who, 
through the pressure of a guarantee 
perhaps, are led to secure a type of 
business which a part-time man of the 
right sort would not dream of solicit- 
ing. But even this does not cover the 
subject, only one side of it. 
Academically speaking, the day will 
arrive, I hope, when none but full- 
time men will be engaged in life insur- 
arce business, but I also hope that the 


time will come that all men will be 
honest, as a matter of course. These 
are ideals toward which we can well 


afford to work, but meanwhile it is a 
workaday world, in which we are 
forced to operate, and if we keep our 
head so far up in the clouds as to for- 
get that our feet are still standing on 
clay, we are apt to run away in our 


concept of things, as they 
from things as they are. 


might be, 


I am discouraging, as far as I can, 
the employment within my own terri- 
tory of part-time men, unless they be 
those, by reason of their other em- 
ployment, give promise of a fair vol- 
ume of business and of the highest 
type of business, or who frankly agree 
that their part-time efforts are a pre- 
lude only to a hoped for full time ar- 
rangement to be justified or not, as the 
case may be, by the results secured un- 
der a part-time appointment. In this 
way, and by trying to keep the goal 
fixed on a full-time organization, the 
part-time man is becoming less and 
less in number, and perhaps also in im- 
pertance, but he is nevertheless as 
yet an admixture to the agency or- 
ganization, such as my own, which has 
a great deal of country territory in it, 
that I could not wholly and fully dis- 
pense with, 


By EDWARD A. WOODS 
President of National Association of 
Life Underwriters 

In the question of life insurance com- 
missions to life insurance men, I draw 
a sharp line between the man who real- 


ly is a life insurance man, whether 
part-time or not, and the man who 
never intends to become one. In the 


country it seems to me the time is very 
far distant, if ever, when we can do 
away with the services of the very 
best class of agents that life insurance 
ccmpanies have—men who may be fire 


insurance men in their community, 
bank cashiers, or hold other offices, 
and who may be persistently, intelli- 
gently and most conscientiously effi- 
cient life insurance representatives of 
one company for years and years. 
There are some such who have been 
for twenty or thirty years the able, 
intelligent and efficient representatives 
of one company. 


In the city it seems to me that there 


is room for the part-time man who is 
intending to try out the insurance 
business with the honest intention, in 


good faith, to become a full-time life 
insurance man as soon as he has dem- 
onstrated that he can make it go or 
that he can afford to give up his other 
business. In these days, when salaries 
and advances are so expensive as to 
be out of the question, it is perhaps a 
good way to try a man in the city; but 
there is all the difference in the world 
between the man who really is so try- 


ing out the life insurance business and 
intending to become a whole-time city 
nan and what I, for lack of a better 
term, call the “rake-off” man, who has 
no idea of ever becoming, either for 
his whole time or for even a substan- 
tial part of his time, a life insurance 
man. This latter man, the “rake-off” 


man, is really a pirate, or, without at- 
tempting to merely call names, he is 
just as much of a thief as any man 
who reaps the benefit of other men's 
work. 

Such a man never creates life insur- 
ance; he simply hears of cases created 
by regular life insurance men, of per- 
sons intending to take out life insur- 
ance, and shopping them to some office 
which will pay him, and generally to 
the one which will pay him most, he 
really reaps the benefit of the regular 
life insurance agent's commission. He 
nught just as well use the prescription 
given by a regular doctor and collect 
the fees. He might just as well take 
the plans gotten up by some architect 
and build the building and charge the 


commission on another man’s real 
work. 
Every general agent and every com- 


pany knows the distinction between 
the real, legitimate, part-time man and 
the “rake-off” man. 

Again, the part-time man is under a 
definite contract to represent one com- 
pany, and there is a definite under- 
standing as to just what portion of his 


time, week in and week out, month in 
and month out, year in and year out, 
shall be given to that one company 


The “rake-off’ man is seldom under 
contract with any company. 


What is the use of talking of mak- 
ing our business a profession when we 
cheapen our services by giving fees to 
those who do not create life insurance, 
who are not sufficiently informed about 
the business to give intelligent advice 
to anyone? 


What would 
that even 


you think if you heard 
your grocer was paying a 
commission to some outsider on your 
trade? Would you call a man really a 
dector who could afford to pay a com- 
mission to anyone who would bring 
him patients? Do we earn our com- 
missions or are they such a present to 
us that we can afford to give all or 
part of them away to persons outside 
o? the business? 


PEREZ F. HUFF 
Travelers, New York City 
The opposition to part-timeism is due 
more to ignorance than anything else. 
There are just as many degrees of part- 
timeism among whole-time, as the so- 
called “part-time ‘ 


men. 

Anyone who will conscientiously sell 
life insurance, whether he devotes his 
entire time to the actual selling end of 
the business, or whether he devotes a 
portion of his time to a gainful occu- 
pation in a kindred line, which will act 
as a feeder to procure more life insur- 
ance, is, in my opinion, just as legiti- 
mate as the so-called “whole-time” life 
agent, who frequents clubs, or wastes 
his time playing billiards, drinking, 
gambling and betting on the races 


I am in favor of eliminating the par- 
ticular “part-time” man who is a dis- 
grace to the business, but the fault lies 
mainly with the general agents and the 
companies who are willing to procure 
licenses for such men. 


By ALBERT H. CURTIS 

New England Mutual Life, Boston 

Life insurance is still in its infancy. 
In my judgment, the time will surely 
come when it will be compulsory for an 
agent, before he can get a license, to 
qualify or pass an examination pre- 
cisely the same a8 is now required in 
law and medicine. This change will 
have to be brought about gradually. 

It should be the aim of every gen- 
eral agent to have all of his men de- 
vote themselves exclusively to life in- 
surance. Where this is done the ques- 
tion will settle itself without much 
difficulty. 

Just so long as we have no adequate 


number of schools of life insurance, 
where young men can be trained for 
the business, it will be necessary, 


either for the companies or the general 
agents, to finance for a time being, 


those who are learning the business, 
or to employ part-time men. Undoubt- 
edly both of these methods will be 


found necessary and helpful in build- 
ing up a large and aggressive agency 
force. 

Personally, I should like to see only 
full time men employed, and shall wel- 
come the time when this will be pos- 
sible 


By DARBY A. DAY 
Mutual Life, Chicago 
1 am heartily in favor of the legiti- 


mate part-time agent 

By “legitimate part-time agent” I 
mean the man who desires while fol- 
lowing some other vocation to ascer- 


tain whether or not he is qualified and 
can sell life insurance and take a part- 
time contract with the definite purpose 
of becoming a full time agent just as 
soon as he feels competent and finan 
cially able to é@mbark in the business; 
or, another paft-time man whom I be- 
lieve in is the man whose time is not 
wholly taken up with his occupation 
and who can and does devote a definite 
part of his time to soliciting life insur- 
ance. 

The acceptable part-time man in view 
point is the man who devotes all of 
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his life insurance time to the interests 
of one company, and is therefore in 
principle, theory, and practice a strict- 
ly loyal company man. I have no use 
or time for the part-time man who de- 
votes part of his time to one company 
and part to another, who possesses 
neither loyalty nor faith in any single 
company but offers a choice of many to 
his applicants. That type of part-time 
man should in my opinion be driven 
out of the business, for he is lacking 
in force of character if he is not suffi- 
ciently strong to select a company and 
stand by his colors. 


By CHARLES B. KNIGHT, 
Union Central Life, New York: 


Out of more than 250 connections 
we have not more than half a dozen 
licenses with men who are not either 
whole-time life men or who do not give 
their whole-time to the business of 
general insurance. One of the half 
dozen has recently decided to devote 
his entire time to life insurance, and 
is producing at the rate of $200,000 a 
year. Another, a traveling man, has 
about decided to give up the road to 
solicit life insurance exclusively. 

I believe that in the larger cities 
some of the best business comes from 
men who sell all kinds of insurance. It 
is business produced at low pressure 
and often of the most desirable sort. 
For the lawyer who makes a side issue 
of insurance; for the clerk who insures 
some persons in his corporation; for 
the one or two case men, I have the 
opinion that they should not be licens- 
ed to sell life insurance. 


By ERNEST J. CLARK, 
John Hancock,Baltimore: 

I most heartily applaud the action of 
certain Chicago life insurance men, in 
forming an association with the slogan 
“Life Insurance Commissions for Life 
Insurance Men Only.” 

There is no question in my mind as 
to the advisability of eliminating all 
part-time agents in the cities, although 
at present it does not seem to be en- 
tirely practicable that the part-time 
man should be universally dispensed 
with in rural districts or small towns. 
Ultimately I hope to see this part of 
the question solved by having the coun- 
try sections successfully cared for by 
agents devoting their exclusive time 
and interests to life insurance. Possi- 
bly the extension of good roads and the 
reduction of prices of automobiles may 
be the solution of that problem. 

I fully recognize that many success- 
ful life insurance men began their 
careers as part-time agents, and yet 
it has not been disclosed that the ma- 
jority of those same men could not or 
would not have entered life insurance 
as full-time agents under proper en- 
couragement. 

Certain of our large life insurance 
companies have already demonstrated 
that the part-time agent can be dis- 
pensed with to the advantage of the 
company, the general agent, and un- 
questionably to the advantage of the 
applicant and policyholder; consequent- 
ly it is not an untried theoretical idea, 
but stands as a demonstrated fact by 
some of our most representative com- 
panies and old established agencies 
throughout the country. 


By GEORGE LOESCH, 
Manhattan Life, New York City: 

Regarding the good or evil resulting 
from employment of part-time agents 
in the life insurance business, the re- 
sponsibility rests entirely with the gen- 
eral agent or manager. It is just as pos- 
sible for an agency which employs a 
number of part-time men, to build up 
a well-deserved reputation for clean 
methods and honest practices as it is 
for an agency which has none but 
whole-time men to acquire a reputation 
for twisting, rebating and other evil 
practices. If the managing agent him- 
self ig clean and knows his business. 
his agents will be clean, whether they 

be whole-time or part-time men. 
There can be no doubt of the desir- 
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ability of having an agency staff com- 
posed entirely of whole-time men, but 
I very much doubt if more than 1 per 
cent. of the agencies in this country 
are composed entirely of whole-time 
men; the other 99 per cent. will con- 
tinue to employ part-time men just so 
long as the present laws regarding ad- 
vances and remuneration to agents re- 
main on the statutes of New York and 
other States. To my way of thinking 
the situation is about this: We don’t 
want “down-and-outs” in our business, 
even if they promise to give their 
whole time to it; such men hurt the 
dignity of our profession more than any 
other factor I can think of. The most 
desirable man is very often the one 
who is at present engaged in an occu- 
pation or profession, with which he is 
dissatisfied on account of its narrow- 
ness, lack of opportunity, or environ- 
ment. The very fact that he has high- 
er ambitions makes of him a likely can- 
didate. But, if such a man has a fami- 
ly the general agent, if he is sincere. 
hesitates to assume the responsibility 
of advising the man to give up his 
present occupation out of which he 
earns a livelihood for himself and fam- 
ily; and on the other hand, unless the 
general agent has a very large capital, 
he can hardly afford to guarantee that 
man a weekly advances for the period 
o* his apprenticeship in the business, 
because while it takes some men only 
three months before they are able to 
make a good living selling life insur- 
ance, it takes others a year. If a clean 
and able manager will show a pros- 
pective part-time agent the ever-in- 
creasing income accruing to the suc- 
cessful agent out of a renewal contract, 
if in his preliminary talks he will in- 
culcate in the man’s mind the highest 
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ideals of our profession, if he will teach 
the man how to sell life insurance on 
the one-hundred-cents-on-the-dollar ba- 
sis, if he will teach the man to despise 
mean, contemptible methods—that man, 
if he enters our business, will do less 
harm than certain wholetime agents 
are doing now. I do believe it is wrong 
to give a part-time man a renewal con- 
tract, or for that matter, even as high 
first year commissions as the whole- 
time man gets. I believe a part-time 
man should be made to understand that 
he is enjoying a rare privilege in being 
allowed to serve his apprenticeship 
during his spare time. I believe that 
such a man if he is properly trained, 
will ,be less tempted into evil ways 
than the poorly trained, whole-time 
man who, during the first few months 
of his experience, might become desper- 
ate during a period of poor business. 

I think it extremely probable that 
the home office managers of all compa- 
nies would, if they were asked, agree 
that some of their best whole-time 
agents and managers, men who are a 
credit to their companies and the busi- 
ness in general, started as part-time 
men. Space will not permit me to enu- 
merate all of the instances that induce 
me to this conclusion, but just a few 
will suffice: One man, who for the past 
ten years has been giving all his time 
to the business and has produced for 
the past five years not less than an 
average of $300,000 personally pro- 
cured business, was a chorus singer 
for the first two years of his appren- 
ticeship. To the best of my knowledge 
that man has never been guilty of 


twisting, rebating or any other evil 
practice. Another man whose reputa- 
tion is above reproach, who has en- 


joyed a successful career for the past 
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fifteen years, both as agent and man- 
ager, pursued his profession of music 
during his first twelve months in our 
business. Another, who to-day occu- 
pies a responsible executive position 
with one of our big companies, did not 
give up his position as clerk in a fac- 
tory until after he had demonstrated 
his ability to write $100,000 in a single 
year; and most companies’ records are 
full of many other instances of suc- 
cessful whole-time men, who if they 
had been obliged to give the business 
their entire time from the very start, 
would never have entered it. I would 
like to ask, how many gentlemen who 
are now protesting against the part- 
time men. gave the business their en- 
tire time, talents and energies from 
the moment they decided to tackle the 
life insurance business? 

We want whole-time men—as many 
as we can possibly get in each agency 
—but those of us who are building up 
new agencies must depend to some ex- 
tent at least, on part-time men, and if 
we train them right, if we will not 
make a renewal contract with them 
until they become whole-time men, 
then I cannot for the life of me see 
how the part-time men, who are more 
or less independent of their commis- 
sions, will be any more tempted to do 
wrong, than is the whole-time man. 
Honest agency managers will have 
nothing to do with peddlers and book 
agents who haven’t the slightest inten- 
tion of ever becoming professional life 
insurance men, nor will they make 
agreements of any kind with men who 
have a prospect of writing only one or 
two applications; but honest and able 
agency managers will, I think, continue 
to train good honest men for our busi- 


ness with a view to making them 
whole-time men and a credit to the 
business. To amplify what I said in 


the beginning, it is foolish in the ex- 
treme to even think of entirely elimi- 
nating the part-time man. It would be 
wiser to endeavor to formulate plans 
for the proper supervision and remu- 
neration of part-time men. It isn’t the 
part-time men we should concern our- 
selves about, it is rather, the methods 
of the general agent who employs them. 





A $6,000,000 YEAR 





New York Agency of C. B. Knight, 
Union Central, Again to Defeat 
Ferguson Cohorts 





The contest between the Charles B. 
Knight general agency of the Union 
Central Life in Greater New York and 
the Ferguson General Agency in IIli- 
nois on the year’s business is practi- 
cally won by the New Yorkers, as there 
is every indication that the Knight 
agency will top $6,000,000 of paid busi- 
ness by December 31, 1915. Mr. Knight 
is nearly half a million ahead of Mr. 
Ferguson to-date, and will finish strong 
as he is adding to the number of pro- 
decers some of the best known agents 
in the city. 

At one time the Illinois business of 
the Union Central was divided into two 
divisions, the Chicago city office, and 
the Chicago State office. Last year the 
Knight general agency beat the Chi- 
cago city office by $1,500,000. 

At the beginning of this year Mr. 
Knight challenged Mr. Ferguson to bat- 


tle with the State of Illinois against 
the Greater New York office. In his 
famous nine hundred word telegram 


sent to President Clark at the time of 
the convention in San Francisco of the 
Union Central representatives, Mr. 
Ferguson, who had missed his first con- 
vention of the sort in eighteen years’ 
service, devoted one paragraph to his 
New York rival, referring to him as 
“that awful Knight-mare.” 





William H. Cramer, the Union Cen 
tral’s new general agent in Southern 
California, has had more than twenty 
five years’ of successful life insurance 
experience. 
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Careers of Geo. K. Sargent, T. P. Mor- 
gan and Some Well-Known 
Local Managers 





When the Mutual Life Insurance 
Company about fifteen years ago 
changed to the managerial system of 
local representation, requiring a staff 
in every agency, the Company adopted 
the policy of filling every field position 
of authority with men who were active 
and efficient agents in the Company’s 
employ. The innovation was inaugu- 
rated by George T. Dexter, now second 
vice-president of the Company. The 
Mutual Life has kept up the practice 
ever since, with the result that every 
person appointed to an important field 
position by the Company since that 
time has won his spurs in its service. 
It has proven one of the greatest in- 
centives to the great corps of agents. 
Every agent knows when an important 
vacancy occurs that some man in the 
ranks will be promoted to fill the place 
because the Company never goes out- 
side for a manager, agency supervisor 
or similar appointment. 

Geo. T. Dexter Once a Part-Time Man 

Some of these appointees were part- 
time men; others were agents or were 
trained in an office. Mr. Dexter is one 
o? the many men in the life insurance 
business who started as a part-time 
man. He was a fire agent and wrote 
life insurance at odd moments. It was 
not long before he saw that it offered 
great opportunities for a man who 
would devote his full time to the work, 
which he did, becoming one of the 
most successful life insurance men in 
the history of the business. 

It is not possible in limited space to 
print a story regarding all of the Mu- 
tual Life men holding important posi- 
tions, who were promoted from the 
ranks, but the careers of a few of them 
follow: 


Geo. K. Sargent Began as Office Boy 

The Eastern Underwriter will begin 
with Geo, K. Sargent, its efficient and 
popular assistant superintendent of 
agents. He started in the Boston office 
as a boy, gradually advancing through 
various clerical positions until he be- 
came assistant cashier. Later he was 
made superintendent of agents at Bos- 
ton. About thirteen years ago he came 
to New York as agency inspector, later 
becoming assistant superintendent of 
agents, Mr. Dexter’s right hand man. 

How Darby A. Day Started 

The million-dollar-a-month Chicago 
manager of the Mutual Life, Darby A. 
Day, came into the life insurance field 
direct from the furniture business. 
Asked by The Eastern Underwriter to 
tell his story, he said: 

“If I should attempt to portray that 
career in detail I am afraid its varia- 
tions and extent might cover a very 
large part of one of your issues for— 
geographically speaking—it covered all 
of the Western States, the Southwest, 
and Mexico for a period of several 
years, just stopping long enough to get 
a little local color in most places. 

“At the time of my advent in the 
insurance business, however, I was 
vice-president and sales manager of 
the Richmond Day Furniture Co., at 
Phoenix, Ariz., where I had been locat- 
ed for four years. I went to work for 
the Mutual Life as a part-time agent 
and continued as such until I had de- 
termined that a future in the life in- 
surance business wags greater than that 
offered in the mercantile fleld. I re- 
tired from the latter and devoted my 
entire time to soliciting insurance for 
the Mutual Life. The following year— 
1902, I was made manager at Albu- 
querque, N. M., remaining there until 


December of 1905 when the Company 
established an office in El Paso, Tex., 
and transferred me to that point as 
manager. 

“In April of 1906 1 went to the home 
office to act as special representative 
oi the Domestic Agency Department 
in the field. In September of 1907 I 
assumed the duties of supervisor in 
the Central and Southwestern States, 
known by the Company as the Central 
Division, remaining as Supervisor until 
April, 1911, when I was placed in 
charge of this office by Mr. Dexter. 

“The production of the agency the 
four years previous to the present ad- 
ministration averaged about $4,500,000 
per annum, while during the past four 
years we have averaged $12,000,000 per 
annum and for the past thirty-eight 
consecutive months have paid for in 
excess of $1,000,000 a month, a record 
we claim has never been equaled by 
any agency in the world. The agency 
produces approximately 10 per cent. of 
the new business of the entire Com- 
pany.” 

Thos. P. Morgan’s Start 

Thomas P. Morgan, the veteran 
agency supervisor of the Mutual Life, 
entered the service of the Company in 
February, 1889, as a soliciting agent 
for O. F. Bresee, who, at that time, was 
general agent of the Mutual Life for 
Maryland, Virginia, North Carolina 
and the District of Columbia. The ter- 
riiory assigned to Mr. Morgan was the 
District of Columbia, in which locality 
he worked as a soliciting agent for a 
number of years, and then was subse- 
quently appointed district manager for 
O. F. Bresee, and when the latter re- 
tired from the active service of the 
Company in 1901, he was appointed 
manager for the District of Columbia 
and sixteen counties in Northern Vir- 
ginia. About 1906, George T. Dexter, 
second vice-president, assigned Mr. 
Morgan to the work of agency super- 
visor, in addition to his work as man- 
ager for the District of Columbia and 
Northern Virginia. 

Dean of a University’s Law Depart- 
ment 

In Baltimore Charles R. Posey is 
manager of the Company. He was 
born and raised in Kentucky, and in 
the year 1898 removed to Jackson, 
Tenn., where he practiced law until 
May, 1903. In 1900 he was made dean 
of the law department of Southwest- 
ern Baptist University and the year 
afterward the University conferred 
upon him the honor degree of Master 
of Laws. While his progress in the 
practice of law and with the Univer- 
sity was quite sufficient to warrant his 
continuance in the legal profession, he 
abandoned it when he was made to see 
the possibilities of the life insurance 
business. 

“After due consideration of many 
companies, I started as an agent with 
the Mutual Life on May 1, 1903,” said 


Mr. Posey to The Eastern Under- 
writer. “I was in the field for sixteen 
successive months and the worst 


month I had was better than the best 
month I had ever had practicing law. 
On September 1, 1904, H. J. Emerson, 
the Company’s manager at Memphis, 
Tenn., was transferred to Rochester, 
N. Y., and George T. Dexter, then su- 
perintendent of agencies and now vice- 
president of the Company, was kind 
enough to appoint me a* manager to 
succeed Mr. Emerson.” 

Started With Mutual as Bookkeeper. 

The manager of the Mutual Life in 
Jacksonville, Fla., is Frank P. Dearing, 
who was born in Florida and who went 
to work for the Mutual Life as a book- 
keeper in Jacksonville sixteeen years 
ago. In 1901 he was promoted to cash- 
ier; in 1905 to cashier and superintend- 
ent; in 1908 to superintendent of 
agents; and in 1914 to manager. Mr. 
Dearing concludes a note to The EHast- 
ern Underwriter in the following char- 
acteristic fashion: 

“At the age of 28 I married and I 
now have five children and all the life 
insurance I can carry. I am baldhead- 
ed from wearing my hat on my head 


instead of the office hook. ‘The bee 
tbat gets the honey never hangs 
around the hive.’ Said bee hies away 
to the golf links which accounts for 
my being able to play in ‘the 80’s’-- 
going out. The policy of ‘The Grand 
Old Mutual’ to promote from under, 
and only from under, is just another 
proof that their heart is in the right 
place and their head level—two ana- 
tomical conditions that insure longev- 
ity and will be passed by even a med- 
ical examiner. This same policy in- 
sures a corps of loyal clerks, agents, 
district managers, managers and poli- 
cyholders. So much for my opinion of 
the Company’s policy.” 
Once An Agent in Small City 

James M. Dickey, manager of the 
Mutual Life in Erie, Pa., was a solicit- 
ing agent for the Mutual Life in Punx- 
sutawney, Pa., where he made such a 
fine record that he was promoted to 
district superintendent under A. F. Mc- 
Donald, then district manager at Pitts- 
burgh. In 1902 he was transferred to 
Erie as district manager under Lam- 
bert & Waterhouse of Philadelphia; 
then managers for the State of Penn- 
sylvania; and on January 1, 1905, he 
was appointed manager for the Com- 
pany with headquarters at Erie. 

A Schoolboy When Appointed Agent 

Milton McIntosh, manager of the 
Mutual Life at Charlotte, N. C., was 
once a part-time agent. His own brief 
story of his career follows: 

“In 1898, at the age of 18, I was ap- 
pointed agent for the Company, while 
a schoolboy and became interested in 
the business. In 1902, after leaving 
college, I was appointed part-time 
agent for the Company and acted as 
a part-time agent for about one year, 
until March 1, 1903, when I began de- 
voting my whole time to the Compa- 
ny’s business as district manager of 
about seven counties in the southeast- 
ern part of North Carolina, with Wil- 
mington as headquarters. My terri- 
tory was enlarged from time to time 
until in 1908 I was supervising .seven- 
teen counties, comprising about one- 
fifth of the wealth and population of 
the State. At the close of 1910 I was 
appointed manager for North Carolina 
for the Company.” 

Bowers Experienced Many Hard Knocks 

Le Roy Bowers, one of the New York 
City managers of the Mutual Life, was 
born on a farm and attended a district 
school. His own story follows: 

“When about eighteen years of age 
I decided to locate in Nashville, Ten- 
nessee. My ambition to become a 
salesman of some sort was very keen, 
and when I wrote my first application 
for life insurance I knew that I had en- 
gaged in the line of salesmanship in 
which by hard work I could make a 
success, and from that moment I was 
determined to make good. Right here I 
want to state for the benefit of any 
life insurance solicitor who may be- 
come discouraged, that I do not be- 
lieve there are any disappointments or 
discouragements in our business of 
which I have not had my full share. 

“After soliciting life insurance in the 
South for a year or two I decided to 
try my hand in New York City. So on 
July 9, 1903, I left the Nashville agency 
of the Mutual Life to cast my lot with 
the Bulls and Bears of life insurance 
in New York, where I worked for our 
Company as soliciting agent until 1907, 
experiencing all the hard knocks 
handed out to a stranger in this great 
city. From that time until December 
31, 1913, I was assistant manager of 
one of our branch offices here in New 
York, and on January 1, 1914, I re- 
ceived my appointment as manager. 

“As I now look back over my expe- 
rience in the field as agent I realize 
that without this training I would now 
be greatly handicapped in supervising 
an agency, and it is my personal opin- 
ion that the most successful managers 
and general agents of life insurance 
companies are those who have received 
their training in the field and been pro- 
moted on a meritorious basis. 

“If I were issuing a precept to-day 

(Continued on page 9.) 
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The “Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,693,433 
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Often when suggest- 


What Kind ing a certain policy 
of Insurance of insurance to a 
to Buy man he has come 
back at me with this 

question: “What kind of insurance do 


you buy?” says Earl G. Manning in 
“The Standard.” 

That is perfectly natural because an 
insurance man ought to be in the posi- 


tion to judge what is the best form of 


insurance protection, and would natu- 
rally buy that plan for himself. 

I have always answered this ques- 
tion by stating that the plan which 
will satisfy me ten, twenty, thirty 
years hence as completely as it does 


to-day, is the only one I could consider. 

It should give protection to my fami- 
ly. against my untimely death, during 
my expected active career, i. e., to at 
least 65. 

It should establish a capital, quietly 
accumulated during my most produc- 
tive years, to make my old age com- 
fortable. 

It should be so arranged that the 
bulk of premium payments shall be 
over before decreasing energy and 
earning power limit their fulfillment, 
i. e., not later than age 65. 

With this general plan in mind I 
have taken Endowment policies from 
time to time, as circumstances permit- 
ted, which will mature at certain peri- 
ods. The plan has been based on using 
ages 55, 60 and 65 as the definite ages 
of maturity and filling in the interme- 
diate ages as convenient. 

The stands 
follows: 


plan as it to-day is as 


$1,500—25-year Endowment payable at 
death or at age 51. 

1,000—30 year Endowment payable at 
death or at age 53. 

1,500—21 year Endowment payable at 
death or at age 55. 

2,500—25 year Endowment payable at 
death or at age 56. 
1,500—25 year Endowment payable at 
death or at age 59. 


2,500—30 year Endowment payable at 
death or at age 61. 
2.000—35 year Endowment payable at 


death or at age 65. 
2,500—32 year Endowment payable at 


death or at age 65. 
$15,000 
The greater part of this insurance 
is paid up in twenty years; the pre- 


mium payments all ceasing by age 55. 

The gross cost per year on the $15,- 
600 insurance totals $528.43 per year— 
an average of $36.20 per $1,000 per 
year. 

Dividends reduce this amount so 
that the net cost per year is approxi- 
mately $32 per $1,000. 

I have not fully completed this plan, 
as yet, as I intend to supplement it 
with Endowments maturing at 70 and 
75. It is not unusual for a woman who 


has come into possession of a large 
sum of money, through the payment 
of life insurance policies, io lose a 


greater portion, if not all of it, through 
unfortunate or injudicious investments. 

In order to insure my insurance 
against this contingency I have set 
apart $10,000 of my total amount and 
have provided that it shall be paid to 
my wife in monthly instalments which 
will give her $590 a year for twenty 
years guaranteed and as long there- 
after as she lives. 

If she should die before the twenty 
guaranteed installments have been 
paid, the remainder will be paid to my 
daughter or to her trustee if she is 
under age 

The remaining $5,000 I have left as a 


lump sum payment for unusual contin- 
gencies, or to be invested. 

The only difference between Ordi- 
nary Life insurance and Endowment 
insurance is in the time when it ma- 
tures. 

Usually any Ordinary Life policy or 
Limited Payment Life policy will ma- 
ture for its face value of $1,000 at age 
96. In other words, an Ordinary Life 
policy issued by most companies, at 
age 35 is a 61-year Endowment. 

I realize that while I have more 
than an equal chance to live to age 
65 I have practically no chance of liv- 
ing to age 96. Therefore, I have been 
willing to pay a few dollars more each 
year for my insurance during my best 
productive period, to acquire for my- 
self an independent condition late in 
life. 

I can unreservedly state that, from 
my experience, for the average man 
the best type of life insurance is En- 
dcwment maturing between the ages 
of 60 and 70. This is evidenced by 
the fact that I take my own medicine. 

* oe « 
The Louisville agency 


Art Calendar of the Mutual Benefit 


With has adopted a novel 
Premium Notice circularizing scheme. 
With each premium 


notice a small art calendar is enclosed, 
a ring being stamped around the date 
when the premium falls due. The Sep- 
tember notices were accompanied by 
calendars running from September, 
1915, to September, 1916, while October 
notices have been accompanied by cal- 


endars running from October, 1915, to 
October, 1916, etc., a similar scheme 
being run throughout the year. The 


calendars are printed by the Osborne 
Company and show reproductions in 
colors of art subjects containing pic- 
tures of children, making them appro- 
priate to the advertisement of income 
insurance. Over the pictures this slo- 
gan appears: “The best reasons for 
Income Insurance,” and under the pic- 
tures is the Company’s name with a 
lire, “W. W. Dennis & Company, gen- 
eral agents, Louisville, Ky.” 

Commenting upon them, Mr. Foree 
Dennis of the firm says that direct re- 
sults traceable to these calendars are 
not expected, but that he feels they 
will be appreciated by Kentucky policy- 
holders and will serve to keep the name 
of the Company before their families. 
The calendars serve the added purpose 
cf acting as a good reminder of the date 
ov which premiums are due. In the 
opinion of the home office, the little 
culendars are very effective advertise- 
ments for income insurance and should 
prove well worth the money spent for 
them 


SOUTHLAND AGENTS MEET 
Field Force Produced $2,000,000 of 
New Business—Best in Company’s 
History 


The annual convention of Southland 
Life Agents was held in Dallas Octo- 
ber 30. The event marked the clos- 
ing of the Sixty Day Contest in which 
the agents were engaged During the 
contest the agency force of this pro- 
gressive Southern company produced 
new business amounting to nearly $2,- 
010,000, the best in the history of the 
Company. The meeting was a most 
enthusiastic one and the Company’s 
agents all pledged themselves to even 
greater efforts for the balance of the 


year. The winning teams were pre- 
sented with cash prizes and the indi- 
vidual members of the teams scoring 


for production received handsome solid 
gold watch fobs bearing the Compa- 
ny’s emblem. The meeting wound 
up with a luncheon at the Adolphus. 


Organized 1850 


mutual and equitable practice. 
of management insure low net costs. 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


Purely Mutual 
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The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 
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M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
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of any nine months in the 64 years of our history. 
The reason:—Popular policies, low net cost, good literature, unexcelled 


NINE MONTHS OF PROGRESS 


Our delivered business for the first nine months of 1915 was the largest 


It didn’t “‘just happen.” 


assets, ever-increasing prestige, intimate relations between Home Office 
and Field. Ask any Massachusetts Mutual representative! 
We occasionally have an Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 








You Wish To Be Paid Well 





for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 

Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 





For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 








WHAT IS OPPORTUNITY? 


As arule something you create 
yourself, but working conditions 
helpa great deal. That ts where we 
can help—if you can deliver. One 
or two openings of importance now 
—but only for the right men. You 
may be the man. It’s your move. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, Presiden: 
HOWARD S. SUTPHEN, Director of Agencies 














Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 


ful, rapidly growing field 


The Pension 


Mutual Life Insurance Company 


PITTSBURGH, PA. 
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CAN'T CHANGE APPLICATIONS 


WITHOUT KNOWLEDGE OF ALL 
United States Circuit Court of Appeals 
Gives Decision in Manhattan 
Life Case 
Judge Sanborn, sitting in the United 
States Circuit Court of Appeals, has 
held that where an application is made 
for life insurance and the company 
upon receiving the application inserts 
other conditions in the application, 
such action does not constitute an ap- 
proval and acceptance of the applica- 
tion but constitutes a new offer which 
does not become binding on either the 
applicant or the company until accept- 
ec by the applicant. This conclusion 
was arrived at in the case of Rushing 
v. Manhattan Life Insurance Company. 


Took a Receipt for Premium 


On June 1, 1903, M. D. Sowell made 
a written application to the company 
for a policy of insurance on his life 
for $10,000, gave it to the local agent 
of the company, deposited with him 
$550, the amount of the first annual 
premium, and took a receipt therefor, 
to the effect that this deposit should 
be applied on account of the first pre- 
mium if the application should be ac- 
cepted by the company and a policy 
should be issued and delivered in ac- 
cordance with the terms of the appli- 
cation, but that otherwise the $550 
should be returned to the applicant 
upon the surrender of the receipt. One 
of the terms of the application was: 


It is expressly agreed as follows, 
viz.: (1) That there shall be no 
contract of insurance until a policy 
shall have been issued by the 
company anu manually received 
and accepted, subject to the condi- 
tions therein and herein contain 
ed, during the good health of the 
person whose life is to be insured, 
and the first premium paid. 


Insured Became Ill 


The application, which was taken by 
the local agent in the Indian Territory, 
office of 


was forwarded to the home 

the company in New York. On the 
18th day of June, 1903, the company 
made and signed a printed policy of 
insurance on this application which 
contained these words in writing: 
“This policy is to date from June 1, 
1903,” and mailed the policy to its 
general agent at Dallas, Tex., A. A. 
Green, who had authority, in the ab- 
sence of special instructions, to de- 


liver, or to refuse to deliver, the policy 


as he thought right and proper. On 
June 19, 1903, the company was in- 
formed that Mr. Sowell was not in 
good health, and it telegraphed and 
wrote to Mr. Green to hold the policy 
until he got well, and, if he failed to 
do so, to return it for cancellation. 
Green obeyed these instructions. The 
policy was never presented to, accept- 


ed by, or delivered to Mr. Sowell, who 
died on June 29, 1903. 


Suit Instituted 
Suit was brought on the policy and 
the court found for defendant insur 
ance company. Judge Sanborn in af- 
firming the lower court decision said: 
“The crucial question is: Was there 


ever any contract of insurance between 


these parties? Did their minds ever 
meet and agree upon the same terms 


Sowell, 
the in- 


contract of insurance? 
1903, proposed to 


of any 
on June 1, 


surance company to take a policy of 
insurance on the terms expressed in 
his application that the policy to be 
issued under it and the negotiations 
for it should constitute no contract of 
insurance unless the policy was man- 
ually delivered to and accepted by 
him while he was in good health. The 
company signed, sealed and mailed to 
its general agent in Texas a_ policy 
which in its printed part expressly 
stipulated that these terms proposed 


in the application were made a part of 
the terms of the policy. But the com- 


pany inserted in the policy in writing 
the provision that ‘this policy is to 
date from June 1, 1903,’ and counsel 
for the plaintiffs stake their right to 
recover on the position that this in- 
sertion was so inconsistent with the 
provision of the application and the 
pelicy that there should be no contract 
of insurance until and unless the pol- 
ic) was manually received and accept- 
ed by the insured during his health 
that it abrogated or waived that pro- 
vision. 


When Contract Becomes Binding 


“The insertion of the written stipula- 
tion abrogated or waived the policy 
as it was not an acceptance of Sowell’s 
offer, but modified his proposition and 
was a rejection thereof. The material 
modification of the terms of a proposal 
ot a contract by the party to whom it 
is offered is a rejection of the proposal 
and the tender of a new offer, which 
cannot become a contract until it has 
become known to and has been accept- 


ed by the first proposer.” (Rushing 
v. Manhattan Life Ins. Co., 224 Fed. 
7€.) 


James B. Moody, Jr., associated with 
Lee C. Robens, general agent, at the 
Connecticut agency of the New Eng- 
land Mutual Life of Boston, was oper- 
ated on at the Hartford Hospital, No- 





vember 4, for appendicitis. The oper- 
ation was successful and Mr. Moody 
expects soon to be back on the active 
firing line. 

William H. Beyer, of the Buffalo 
agency of the Massachusetts Mutual, 


has been transferred to Los Angeles. 


Mutual Life Men 


(Continued from page 7.) 


to life insurance agents, I would em- 
body therein as essential qualities to 
success, loyalty, integrity, tact and 


tenacity of purpose.” 
Hathaway Has Worked for Only One 
Company 


Fred C. Hathaway, manager of the 
Mutual Life for Utah and Idaho, with 
headquarters at Salt Lake City, enter- 
ed the Company’s service as a boy, be- 


fore which time he had little business 
experience, which was varied. He was 
studying law through correspondence 
school, preparing to enter this profes- 
sion, when he went to work for the 
Company at its Albuquerque (N. M.), 
office, then under the management of 
W. L. Hathaway, who, a few months 
later, was succeeded by Darby A. Day, 
now of the Chicago office. Fred C. 
Hathaway remained under this man- 
agement for a year and a half; later 


transferring to the Portland (Oregon), 


office and then to the San Francisco 
agency. He has filled’ practically 
every field position in the service of 
the Company, both in and out of the 
office. Up to the time of his appoint- 
ment, his experience had been under 


two of the Company's most successful 


managers. He has never worked for 
any other life insurance company and 
is an enthusiastic Mutual Life booster, 
getting all his recreation, pleasure, 
vacation, eating, sleeping and talking 
Mutual Life. 

Mr. Hathaway has shown the result 
of his training in the ‘business by 


quickly bringing the Salt Lake agency 
from the bottom to the top of the pro- 


ducing list of agencies in percentage 
of his assigned quota. He overcame 


the handicap of a smaller community 
by developing it to its fullest extent in 
a short time. 

Julian S. Myrick and 
Ives, of Ives & Myrick, in New York 
City, started with the old Raymond 
agency of the Mutual Life in the metro- 
polis, and have made a splendid record 
as developers of men. Both are young, 
hard working and fine types of life in- 
surance men. 


Charles E 





THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


——= Of the People 
The Company By the People 
=— For the People 


The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims Paid 
8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 
Assets. 





per day itn Increase of 





See = = : { _ 
METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING JOHN R. HEGEMAN. President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
1014; 









Assets...... $11,138,324,.57 
Liabilities ; 9,410,670.62 
Capital and Surplus... 1,727,658.95 
Insurance in Force isnt atid eee aimsingnnee aaird outa’ 99,256,046.00 
Payments to Policyholders since Organization, 15,428,983.48 
Is Paying its Policyholders over ..........- . esees $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS | 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 
LIVE ACCENTS 


as are offered by the Policy Contracts 


WILLIA M N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 











Sige 
E INSURANCE COM 
OF BOSTON eB Becry: 











Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 
| Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Inc. 1861 


New policies with modern provisions Attractive literature 
W.D. Wyman, President W.S. Weld, Supt. of Agencies 














Once a Y. M. C. A. General Secretary hen Mr. Dexter appointed him 
r at Terre Haute 

George M. Rynick, manager of the was nothing phenomenal in 
Mutual Life in Terre Haute, Ind., re- my career,” said Mr. Rynick, “and 
signed from the general seeretaryship why the mantle of a manager was 
o! the Young Men's Christian Associa- placed upon my shoulders can best be 
tion of York. Pa.. to make a contract answered by Mr. Dexter and his associ 
with the Mutual Life through Major ates. 1 was simply an agent of the 
William H. Lambert, who was then gen- Mutual Life Insurance Company of 
eral agent for Pennsylvania. He soli New York for eight years, superintend 
cited in York, Pa. where he met with ¢™* of agents for five years, and then 
a a " : ni promotion came; surely promotion 
success and continued in this capacity from under. My experience is one 
until July, 1908, when he was appoint: from which every agent in the field can 
ed by Charles R. Posey, then the new take encouragement and realize that 


manager at Baltimore, superintendent 
of agents for the Baltimore agency, 
holding that position until February, 


for him there is room higher up, rest- 
assured that his work will secure 
and reward.” 


ing 
recognition 
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A CONVENTION WORTH WHILE 
The Eastern Underwriter’s of 
an unusually interesting convention of 
insurance men is the Ninth ‘Annual 
Gathering of the Life Underwriters’ As- 
held in 


idea 


sociation of Canada recently 


Toronto. An unusually able report of 
this convention, set up attractively 
from a typographical standpoint, has 


just been received by this paper, com- 





ing from the Life Underwriters’ News 
of Toronto. 

Following the customary reports of 
the officers of the Association, C. M. 
Twiss read a paper on “Getting Pro 
pects” in which he gave specific in 
stances that were more effective than 





yards of talk. This paper was in medi 
ately followed by a discussion in VW hich 
other agents told how they cct 
pects. 

R. A. Falconer, president of the T’r 
onto University, read a paver o1 ‘Coa 
servation and Destruction” wh.ch wa 
a thoughtful and stirring address cn 
human problem The convention tic 
took up the ques io can 
vassing in whi h the as mad: 
that there is st e in th 
day, the di start under t 
caption “time ard abitity are the 
agent’s capita'’—every azent ‘a th 
same amount of time—24 hours 1 dcy 
Half a dozen men then told how ih 
avoided waste of time 

W. May, Jr., then took up the ques: 
tion of daily and weekly reports in 
which he told how the daily repcrt 
helps the new agent and how data 
later should be classified. A poinr 
made in the discussion that followed 
was that many agents are poor secre- 
taries and should learn how to check 


themselves up 


devoted to 


One entire morning was 
the subject “Ne Ideas.’ This was 
started by A. G. Ramsey who talked 
of uncultivated fields for life insur- 
ance. W. J. Bell had as his topic “In- 
come Insurance vs. Insurance Payable 
in One Sum.” 


The legal side was neglected and 
Ruby 


and other points 


not 
talked of beneficiaries 
The 
allowed to drop but after Mr. 

hed agents put him 
grill and asked a number of legal ques- 
which concisely 
and were of greatest interest. 
“Salesmanship” the topic during 
an afternoon’s session. 


Charles 
subject was not 
tuby fin- 

on 


different the 


tions were answered 
the 


was 


F. E. Mutton told how health is the 
foundation of salesmanship and how 
every agent is the architect of his own 
fortune. The medical side was then 
discussed by Dr. T. F. McMahon who 
discussed the medical referee, the ex- 
aminer and the agent. Encourage- 
ment of thrift was discussed by E. J. 
L’Esperance. Insurance at Queens 
University described by C. H. 
Emerson. There was an_ interesting 
argument about term insurance. and 
the law of regulating the licensing of 
agents was also dscussed. The evolu- 
tion of the life insurance policy was 
told by J. ‘A. Johnson. 

The part-time question was not ne- 
glected, O. B. Shortly reading his pa- 
per in splendid fashion. The subject 
then discussed on the floor. The 
present conditions in Western Canada 
were told by C. C. Ferguson and a 
patriotic note was sounded by a paper 
on “Canada’s Duty,” delivered by N. 
W. Rowell, K. C. 

The complete report of these proceed- 
ings takes up 112 pages and it is dif- 
ficult to see how any Canadian life in- 
surance man can read this report with- 
out finding many new ideas. 


was 


was 





REINSURES RELIABLE 


Pension Mutual Life Takes Indianap- 
olis Company—S. T. Conkling 
Elected General Manager 


The entire outstanding business of 
the Reliable Life, Indianapolis, has 
been re-insured in the Pension Mu- 
tual Life of Pittsburgh. People iden- 
tified with the latter company have as- 
sumed charge of the business of the 
Reliable. S. T. Conkling, general 
egent of the Pension Mutual, in In- 
diuna, has been elected secretary and 
general manager of the Reliable. Ex- 
ecutive salaries amounting to more 
than $8,000 per annum have already 
been eliminated, and it is expected that 
the liquidation of the Reliable’s affairs 
will be made by the new owners as 
soon as possible after the completion 
of the transfer of the insurance tothe 
Pension Mutual. 

The Reliable Life 
premiums last year. 


received $52,712 





FILING OF MINIMUM RATES 

In view of the fact that the great ma- 
jority of insurance companies doing 
business in Michigan have acceded to 
a request for a maximum rate in con- 
nection with the application of sched- 
regardless of the extent of the 
hazard, the Insurance Commissioner 
will allow the filing of a minimum pre- 
mium rate of $2 upon risks in that 
State, providing the rule is applied 
uniformly to every section of the State, 
and to every citizen of the State. 


ules, 





ANOTHER WAR RISK 

The T. A. Symonton Co. has leased 
the plant of the Hofman Co., Roches- 
ter, N. Y., and will manufacture shells. 
The occupancy of the plant formerly 
was the manufacture of show cases. 
The use and occupancy will represent 
annual rate. 
about $750,000. It was placed on a 
three-year basis at two-thirds of the 





EXTEND BONUS OFFER 

In order to further encourage those 
who qualify for the solicitor’s bonus 
the Ocean has decided to extend the 
time of payment of premiums on acci- 
dent and health insurance produced 
during November and December to 
January 3 





vames Tracy Hill, for many years 
prominently connected with various 
life insurance companies, has been ap- 
pointed Superintendent of Agents of 
the P. F. Huff Agency of the Travelers. 

















The Human Side of Insurance 














DEWICK 


FRANK A. 





Frank A. Dewick, the new president 
of the Boston Board, is head of the 
prominent Boston agency of Dewick & 
Flanders, He is only forty-two years 


old, and, perhaps, with one exception, 
is the youngest man to receive the 


highest honor within the gift of his as- 
sociates. 

Mr. Dewick received his early insur 
ance training with Scull & Field, en- 
tering that office when he was barely 
20. He next did inspection work for 
the New England exchange, and after 
a year or two entered the local office 
oi the North British & Mercantile, do- 
ing special agency and inspection work 
under Samuel G. Howe. His next af- 
filliation was with L. Burge Hayes & 
Co. in charge of sub-agency work, later 
entering the service of Bullard & 
Davenport, where his particular inter- 
est was directed in favor of the Queen 


of New York. On January 1, 1902, he 
formed a partnership with his friend, 
Wallace F. Flanders, and with the 


Queen as the leading company, began 
the agency, which is to-day one of the 
most important and aggressive on the 
street. Jesides the Queen, which the 
firm represents both for fire and ma- 
rine business, it has also the Firemen’s, 
N. J., Mercantile Insurance Co., Reli- 
ance, Albany, Potomac, Imperial and 
Prussian National underwriters. In 
casualty lines, it has the Fidelity & 
Deposit and Standard Accident. 


In the flush of vigorous 
Mr. Dewick is one of the most active 
spirits in the insurance business of 
Boston. He is prominent in religious 
and educational work and was presi- 
dent of the Universalist Club of Mas- 
sachusetts. He belongs to a score of 
social clubs and is popular to a degree, 
He has never been afraid to speak 
what was on his mind and with youth, 
courage and ability the Boston Board 
has made an excellent choice for its 
chief executive. 


manhood, 


Laurence C. Whitten, new manager 
of the Massachusetts Life in Cincinnati, 
succeeding William Boswell, is a Vir- 
ginian who in 1910 took the degree of 
Bachelor of Law at Washington and 
Lee University. He was admitted to 
the Virginia bar, but practiced at 
Huntington, W. Va., until July, 1911, 
when he joined the Connecticut Mu- 
tual. On August 1, 1912, he became 
general agent at Erie. In July, 1913, he 
removed to Detroit to act as assistant 
to that Company’s Michigan general 
agent, which position he held until 
June 1, 1915, when he joined the Cana- 
dian Life as an inspector. 


Charles W. Burpee. the clever editor 
o*? the Phoenix Mutual Field, and in- 
structor in the agent’s school of the 
Phoenix Mutual Life, will deliver a 
course of lectures on the business 
value of plain English at the Hillyer 
Institute, Y. M. C. A., Hartford, begin- 
ning November 17. Captain Burpee is 
a former managing editor of the Hart- 
ford Courant. He was graduated from 
Yale in 1883. After serving on the 
Bridgeport “Standard” and Waterbury 
“American” he came to Hartford. In 
1904 he went with the Phoenix Mutual. 

* * 7” 


M. Harry O’Brien, the recently ap- 
pointed Insurance Commissioner of 
South Dakota, until his appointment 
was an attorney and an agent of the 
Northwestern National Life of Minne- 
apolis. 

* * * 

James A. Stephenson, vice-president 
of the Great Southern Life, is the sub- 
ject of an interesting sketch in “Finan- 
cial America” this week. “ ‘Jim’ ought 
toc know how to rope and brand insur- 
ance agents by this time; for years he 
has been a leader as an executive, as 
well as in personal production along 
that line. Anybody who has ever 
stacked up against a thoroughly vital- 
iezd, gregarious and imperturbable in- 
surance agent fully realizes that en- 
ergy, invincibility and egregious ag- 
gressiveness, so to speak, are among 
the professions most prominent charac- 
teristics. Insurance agents seem to 
have all the elan of a French bayonet 


charge, the persistence of a sortie of 
Uhlans and the resisting power of a 
Black Watch at its last stand. When 


‘Jim’ looks you over, he cleverly con- 
ceals it, if he is wondering how poor 
a risk you are and whether the widow 
is likely to sue. He can bandy topics 
i to-day and sling ‘best sellers’ chatter 
with anyone and knows a few good 
stories that will stand telling twice, 
and some of them have stood that test 
at least twice.” 
- ~ * 

The George Godfrey Moore Agency, 
o. Topeka, Kansas, who represent the 
Germania Life, made a fine record in 
October in honor of President Cillis. 
This agency produced, during the 
month, applications amounting to $217,- 
000, which was the largest monthly 
production since the agency was es- 
tablished. The remarkable thing in 
connection with this production was 
the number of small applications taken 
to make up this amount. The total 
number of applications was one hun- 
dred and three. Sixty-three were for 
less than two thousand dollars each, 
and no application for more than ten 
thousand dollars, and there were only 
three of them. This only goes to prove 
that it does not pay to overlook the 
little fellow, for if the field is thor- 
oughly worked the ones and twos that 
can be secured will prove a great 
surprise. 





FIRST AD APPEARS 


Copy of Boston Life Underwriters’ As- 
sociation in “Traveler” Features 
Life’s Uncertainties 





The first daily paper advertisement 
by the Boston Life Underwriters’ Asso- 
ciation, appeared in the Boston “Travel- 
er” on November 3 and reads as fol- 
lows: 

Ninety per cent. of all men are 
financial failures at age 65. 

This is a startling fact. 

Every one of this 90 per cent. is 
dependent upon his daily income 
or upon charity for subsistence. 

Life insurance makes saving 
semi-compulsory by requiring de- 
posits regularly and by collecting 
them. 

There is no more practical meth- 
od of assuring independence in old 
age. 
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J. H. VREELAND PRESIDENT 


MEETING 





N. Y. ‘ASSOCIATION 





Committee To Investigate Reports of 
Cut-Rate Representation By 
Prominent Agents 





The annual meeting of the Under- 
writers’ ‘Association of New York 
State was held in Syracuse on Tues- 
day of this week, resulting in the elec- 
tion of J. H. Vreeland, L. & L. & G., 
as president; E. H. Hornbostel, Ger- 
mania, first vice-president; Charles R. 
Folsom, Springfield, second vice-presi- 
dent. For a couple of weeks there was 
electioneering over the chairmanship 
of the executive committee, friends of 
Alex J. Bates, New York Underwriters’ 
Agency, succeeding in naming him 
Tuesday. 

Members of the executive committee 
for three years are B. C. Chittenden, 
North River; Neal C. Rowland, Michi- 
gan F. & M.; A. L. Brower, Aachen & 
Munich. Hold-over executive commit- 
teemen are J. A. Hordan, C. A. Rich, 
Percy Ling, J. B. Dacey, George S. 
Tompkins and P. B. Jarvis. 

Mr. Vreeland’s Career 

The new president started with the 
Liverpool & London & Globe as a boy 
in 1893. Upon entering the service of 
the corporation he recognized the pos- 
sibilities for development in the busi- 
ness and, being ambitious, applied him- 
self diligently to become familiar with 
ali of the operations of the Company. 
Later, he was placed in the loss depart- 
ment and still later was appointed ad- 


juster for the Company in the home 
office. On July 1, 1907, he was appoint- 
ed special agent in Western New York 
with headquarters in Rochester, which 
position he has held to the present 
time. Mr. Vreeland has always been 
deservedly popular with his fellow as- 
sociates in the Underwriters’ Associa- 
tion of New York State, and the re- 


cognition evidenced in placing him at 
the head of the association is regarded 
as his due. 

Mr. Hornbostel entered the service 
of the Germania in 1891, and two years 
later was promoted to a field position 
in this State. 

Mr. Folsom had his early experience 
in the Central West, and he came to 
the Eastern field in 1905. He was with 
the Phenix of Brooklyn as a special for 
sometime, and in 1911 went with the 
Springfield F. & M. 

Mr. Bates started with the Guardian 
Fire & Life of London. When that 
company retired from business he went 


with the New York Underwriters’ 
“Agency. For ten years he has been 
special agent in the Eastern part of 
the State. 


Under the Counter Companies 


\A special committee of the associa- 
tion has been appointed to look into 
the question of “under the counter 
companies.” It has developed that a 
number of agents, some of them promi- 
nent, secretly represent cut-rate fire 
companies. 


Company Committee Conference 


\A few days before the meeting of the 
State association there was a meet- 
ing in Syracuse between the compan- 


Fire Insurance Department 


ies’ New York State committee and the 
conference sub-committee of the execu- 
tive committee of the Underwriters’ 
Association of New York State. The 
situation was generally reviewed, and 
The Eastern Underwriter understands 
that a satisfactory session was the re- 
sult. Evidently, the spirit of co-opera- 
tion, which was the keynote of the lo- 
cal agents’ meeting last June, is not 
being lost sight of. 





INTERESTING LOSS POINT 





Shall Companies Pay ‘“Drawback” 
When Sugar on Ship Burns and 
Returns to Pier 





A new point interesting insurance 
companies, adjusters and the Govern- 
ment has arisen in a sugar loss, where 
“merchandise” had to be taken off the 
boat. The case has not yet reached 
the courts, but in brief follows: 


A shipment of sugar was entitled 
to a drawback. The price at which 
goods are sold is known as export 
price, i. e., not the domestic price, but 
the price which added to the drawback 
will equal the domestic price. A man 
wko imports the goods which are 
made from imported raw material and 
upon which he has paid duty is enti- 
tled upon proof of export to get back 


from the government 99 per cent. of 
the duty he paid on raw material. 
When this sugar was bought the 


price was fixed at the prevailing mar- 
ket price in the domestic market, the 
buyer and the seller agreeing that the 
seller should collect the drawback 
from the geods because the seller had 
in his possession all of the proofs of 
the importation. In these contracts, 
instead of fixing the price of the mer- 
chandise at domestic prevailing price, 
the buyer pays what is called the ex- 
port price, and the seller collects the 
drawback which, with the price paid 
by the buyer, makes up the domestic 


value. 

This merchandise was taken to a 
steamer and insured by the shipper 
under a blanket policy. The merchan- 


dise was put in the hold. Fire broke 
out, damaging the merchandise so that 
it had to be landed again. It is im- 
possible to get a drawback unless 
gcods are exported. 

The seller made a claim for the 
drawback value, first from the buyer, 
and, if he cannot get it from him, then 
from the insurance companies who is- 
sued the floating policy. 

The agreement of sale provided that 
if the buyer did furnish the landing 
certificate (certificate from the other 
side that the goods were actually land- 
ec at the foregoing port) the buyer 
will pay to the seller the amount of the 


drawback on which he is thereby de- 
prived. 
The question is, Who will pay the 


drawback? 





UP AT 4 EVERY MORNING 


Boston, Nov. 10.—W. D. C, Curtis is 
vice-president of the Dorcester Mutual, 
of which William A. Muller of the 
thriving general agency of W. A. Mul- 
ler & Co. is president. Mr. Curtis last 
week celebrated his 82nd birthday, of 
which, forty-eight of them have been 
in the service of the Company. Mr. 
Curtis the year round, rises at 4 and 
is at his desk before 6 and is probably 
the only insurance executive in the 
country addicted to such habits. 
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E. F. FLINDELL 


Telephone John 2330 
Business Bound Throughout the United States and Canada 


FOR 
The Scottish Union and National Insurance Company 


New York City 
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GEARY HOLDS COMMISSION NO. 1 


First Agent To Be Appointed By Mil- 
lion Dollar Mercantile of 


New York 
The proud possessor of the first 
agent’s commission issued by the lat- 
est million dollar company, the Mer- 


cantile Insurance Company of America, 
is C. F. Geary, of Ridgway, Pa. Nu- 
merous other agency appointments 
have been made this month. The Mer- 
cantile has received a warm welcome 
everywhere from agents, and the com- 
pany has started anew on a career 
which, guided by the skilled hand of 
its president, E. G. Richards, will un- 
doubtedly be interesting and succe3s- 
ful. 
The 
New 


& Mercantile of 
1897, and 


North British 
York was organized in 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


Assets . $336,833.63 
89,346.86 
200,000.00 


34,163.93 


Surplus 


OPERATING 


| —— 
NATIONALUNION 


FIRE INSURANCE Co. 
~ OF Pitrseurc, Pa. * 


cane 





GOOD AGENTS 
in open territory who desire to represent a Company having 
ample capital and resources, capable and efficient management 
excellent facilities and unexcelled service, should communicate 


NATIONAL UNION 
a company whose operations have been conspicuous for fair 
dealing, whose loss paying record—both conflagration and rou- 
tine—has always been characterized by promptness and the 


Its efficiency and agency co-operation have merited the 
permanent support of 4000 Agents. 


Why not make this Company your source of supply and 


SERVICE THAT SATISFIES 
Cash Capital One Million Dollars. 
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was well planted. When it became 
known in the field that the name would 
be changed to the Mercantile Insur- 
ance Co. of America special agents and 
other representatives expressed them- 
selves as immensely pleased with the 
idea. 

The capital stock of the North Brit- 
ish & Mercantile of New York was 
$200,000. This is increased in the Mer- 
cantile to give the re-named company 
$1,000,000, and a surplus of approxi- 
mately $2,200,000. The examiners of 
the Insurance Department of New York 
State are now engaged in examining 
the company. The work will take per- 
haps a week or ten days longer. 





TAKES OFFICE NEXT WEEK 
Charles H. Coffin will assume his 
new duties as vice-president of the Ni- 
agara Fire on Monday of next week. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 
Assets 
Reserve . 
Capital 
Surplus 


$173,450.20 
22,760.06 
100,000.00 
42,774.55 


ON A CONSERVATIVE BASIS IN A LIMITED 


TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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SPRINKLER CONVERSION 
1, Tanenbaum Sons & Co. Plaintiff in 
Suit Over Equipment—Supreme 
Court Decision 
I, Tanenbaum Sons & Co., New York 
brokers, who have made a specialty of 
sprinkler business for years, were 
plaintiffs in a suit against Ida B. Cook, 
recently decided in the New York Su- 








preme Court. 
The complaint sets forth a cause of 
action against the defendant, Ida B. 


Cook, owner of a building at 30 Bond 
street, New York City, for the conver- 
sion of a sprinkler equipment, owned 
by the plaintiff and installed in the 
premises pursuant to a written agree- 
ment whereby Ida B. Cook agreed that 
at the termination of a contract the 
plaintiff might enter upon the premises 
and remove the sprinkler equipment. 
The structure is a loft building and 
the defendant had leased the fourth 
loft to a tenant who declared that the 
sprinkler system should not be re- 


moved until a certain date. 
One paragraph of the decision fol- 
lows: “A party cannot, merely by put- 


ting it out of his power to regain pos- 


session of personal property to which 
he has not title, but merely a license 
to use, avoid a cause ot action for 
conversion.” 

* s ” 


PAY FOR McMILLAN JEWELS 


Samuels, Cornwall & Stevens to Send 


Check for Loss in Famous 
Robbery Monday 
George Stevens, of Samuels, Corn- 
wall & Stevens, 84 William street, N. 


Y., will pay next Monday to Mrs. James 


McMillan, the widow of the late Sena- 
tor McMillan of Michigan, $42,600, the 
amount of the insurance on the jew- 


elry, which disappeared from her sum- 
mer home in Manchester, Mass., last 
August. Mr. Stevens received a cable 


from London Lloyds, the underwriters, 


last Monday notifying him that the 
claim had been allowed and that a 


draft for the amount had been forward- 
ec The disappearance of the McMil- 
lan jewels was surrounded with an air 


cf mystery that baffled the best detec 
tive talent in the country. Mrs. Me 
Millan and her daughter, Mrs. Preston 


Gibson, slept in rooms in the Manches- 
ter house, which connected by a 
closet in which the gem safe was kepi. 
Neither of them heard any on 
the night of the burglary, if such it 
was, and the police were left without 
a clue as to the the 
deed. 

The Manchester sent descrip 
tions of the jewels to every city in the 


were 


noises 


perpetrators of 


police 


United States. The newspapers print- 
ed stories for several days about the 
theft. It was even intimated by some 


of the detectives that it was “an inside 


jceb.” Suddenly the publicity ceased 
the family and the insurance brokers 
a3 well as the police and private de- 


tectives refusing to talk about the mat- 
ter. 


Mr. Stevens informs The Eastern 
Underwriter that the recovery of the 
jewels, as far as he knows, is as dim 
a possibility as at the beginning of the 
hunt. He says that the payment of the 
claim will, in no way, interfere with 
the vigorous search that is being con- 
ducted. He also contends that under 
the terms of the agreement his princi- 
pals could adopt no other course than 
to pay the face of the policy. 

* oa * 


An E. F. Perry Contract 
The New York Insurance Depart- 
ment says that E. F. Perry’s contract 


with the Lumber Mutual Casualty In- 
surance Co., of New York, is as fol- 
lows: 

“The Company entered into a con- 


tract on June 15, 1914, with E. F. Perry 
to act as general manager. Under the 
terms of said contract, Mr. Perry was 
to receive 23 1-3 per cent. of the annual 
premium income, and in consideration 
therefor agreed to pay all expenses of 


the Company except losses. The per- 
centage of premium income agreed 


upon as Mr. Perry’s remuneration was 
decided upon after conference with the 
Insurance Department and in order to 
meet the department’s requirement 
that 23 1-3 per cent. of the premium 
income should cover all expenses ex- 
cept losses. 

“Subsequently, on April 28, 1915, the 
board of directors passed a resolution 
authorizing the amendment of said 
contract to provide that ‘premiums for 


re-insurance. attorneys’ fees, investi- 
gation charges on claims under poli- 
cies other than compensation policies, 


directors’ fees and their traveling ex- 
pense’ as well as ‘losses’ shall be paid 
by the Company, thus relieving Mr. 
Perry of the obligation to pay such enu- 
merated expenses. This action was 
taken without notice to the Insurance 
Department and will, of course, in- 
crease the expense ratio considerably 
above the 23 1-3 per cent. prescribed 
bs the department in its circular letter 
of June 25, 1914.” 
* * * 

Re-insurance to Cover One Loss 

Considerable interest is taken in the 
re-insurance contracts which the mu- 
tual compensation companies have cov- 
ering compensation hazard. The New 
York Printers and Bookbinders mutual 
has the following re-insurance’ con- 
tracts to cover losses on any one acci- 
dent: 

From $10,000 to $25,000, 50 per cent. 
by Ben Franklin Mutual Casualty In- 
surance Company and 50 per cent. by 
Millers Mutual Casualty Insurance 
Company, both of Chicago. 

From $25,000 to $75,000, Mutual 
porations Re-insurance Fund, 
York City. 

From $75,000 to $100,000, the Pruden- 
tial Casualty. 

From $100,000 
London. 


Cor- 
New 


to $500,000, Lloyds of 


* * ” 
To Solicit for Hartford Fire 
Herbert La Duke, formerly counter- 
man for B. M. Crosthwaite & Company, 
will become a solicitor for the New 
York office of the Hartford Fire in 
about a week. 





Frederick O’Neil, a well-known agent 
o* Malone, N. Y., died recently. 


OELLERS WITH PACIFIC 


Former German-American Examiner 
Makes New Connection—Was 
Special Agent 


Ralph §S. Oellers, for two years ex- 
aminer for the German-American for 
Tennessee, Kentucky, and Mississippi, 
connected with the Pacific Fire on 
Monday as examiner for that Company. 
Mr. Oellers was for three years a spe- 


cial agent of the American Union up 
until the time it was re-insured, and 
prior to that he had been connected 


with the Pennsylvania Lumber Mutual 
of Philadelphia. 


LIQUOR STOCKS 


Attitude of Companies in States Which 
Were Carried for Prohibition 
at Last Election 
The attitude of companies with re- 
spect to writing liquor stocks, buildings 
and fixtures in States where the pro- 


COMMERCIAL UNION 
ASSURANCE CO. 


LIMITED, OF LONDON. 





THE LARGEST GENERAL INSURANCE 


COMPANY IN THE WORLD. 


55 JOHN STREET, NEW YORK. 


hibition law goes into effect in Novem- 
ber, 1916, such as Virginia, is interest- 
ing underwriters. Some companies 
have renewed all of their liquor lines 
on stocks, furniture and fixtures, for 
one year, but are doubtful of their at- 


titude on business expiring after No- 
vember, 1916. Some’ _ underwriters, 
speaking from experience in other 


States, say that there is no moral haz- 
ard in stocks of liquors because they 
can be disposed of before the new law 
becomes effective, but they look as- 
kance at the fixtures, feeling that de- 
preciation is rapid. The question that 
arises regarding fixtures is whether 
they cannot be sold to advantage in 
places which are not prohibition. This 
naturally, is difficult. 





Harry T. Atkins, a well-known life 
agent in Lebanon, Pa., and a former 
president of the city’s council, died a 
few days ago at the age of fifty-two. 

The Detroit National may enter Cali- 
fornia. 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 


Statement, January 1, 1915 


Cash Capital ...... $1,000,000.00 
SNE. A aiseinis'erwiaie.e 7,284,654.80 
Net Surplus ....... 2,486,142.59 
Surplus for Policy 
eee 3,486,142.59 


HEAD OFFICE: 
Cor. William and Cedar Streets 











Capital Stock 
Re-Insurance Reserve 


NET SURPLUS 
TOTAL ASSETS 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 


Reserve for Unpaid Losses and All Other Liabilities 


During a successful record of 59 years this Company has paid losses exceeding 


$14,000,000.00 


DANIEL H. DUNHAM, President 


1915 
$1,000,000.00 
2,922,524.02 
450,413.57 
2,528,182.77 


$6,901,120.36 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 





CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











THE 


Home Office, 


Western Office, 











Continental (Fire) Insurance Company 


The Strongest American Company 


80 MAIDEN LANE, NEW YORK 


332 SO. LASALLE ST., CHICAGO 


HENRY EVANS, President, 80 Maiden Lane, New York 








Fidelity-Phenix Fire Insurance Company 


An active supporter of the 
American Agency System 


Home Office, 
80 MAIDEN LANE, NEW YORK 


Western Office, 
137 SO. LASALLE ST., CHICAGO 











FIRE INSURANCE COMPANY 


Incorporated to meet the wishes 
of American Agents and take 
over the business of the Fidelity 


AMERICAN EAGLE 
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RIGHTS TO SUBROGATION 
AND EFFECT OF WAIVER 


PROVIDED BY STANDARD POLICY 


William H. Van Benschoten Addresses 
New York Insurance Society 
on Interpretation of Clause 

William H. Van Benschoten, of the 
firm of Bowers & Sands, New York at- 
torneys, addressed the Insurance Soci- 
ety of New York Tuesday at the New 
York Board Rooms on “Subrogation— 
and the Effect of Waiver of Subroga- 
tion Rights.” In the absence of Presi- 
dent Holman, who was in attendance 
at the annual meeting of the South- 
eastern Underwriters’ Association in 
Washington, James Marshall, chair- 
man of the executive committee of the 
Society, introduced the speaker. 

Mr. Van Benschoten opened his ad- 
dress with definitions of legal and con- 
ventional subrogation. 

Legal Subrogation 

Legal subrogation, he stated, arises 
when a third person becomes equitably 
entitled to stand in the place of the 
creditor. This kind of subrogation is 
sometimes known as common law right 
of subrogation and grows out of the 
doctrine of indemnity and also finds an 
equitable basis in the consideration 
that the person who caused the loss is 
primarily responsible for the damages 
sustained. Legal subrogation is allowed 
only in such cases where the person 
paying the loss is under legal obliga- 
tion to do so. 

The paper went on to show that pay- 
ments made in ignorance of the real 
facts have been held not to be volun- 
tary and a person who has paid a loss 
under colorful obligation to do so, that 
he might protect his own claim under 
an honest belief that he is bound to do 
so, has been held entitled to be subro- 
gated; and a person who mistakenly 
believes he has an interest in a prop- 
erty, to protect which he discharges a 
lien, is subrogated to the lien for his 
repayment. 

Conventional Subrogation 

Conventional subrogation, Mr. Van 
Benschoten explained, occurs when the 
creditor formally transfers his claim to 


a third person, and arises from an ex- 
press or implied contract between the 
payer and the debtor or creditor that 
the payer shall be subrogated, rather 
than, as is the case in legal subroga- 
tion, from the automatic operation of 
a rule of law upon a given set of cir- 


Conventional subrogation 
or subrogation by act of parties may 
take place by the debtor’s agreement 
that one paying a claim shall stand in 
the creditor’s shoes and can arise only 
by reason of an expressed or implied 
agreement between the payer and 
either the debtor or creditor. The 
right of subrogation exists where the 
recovery is claimed solely by virtue of 
a status imposing a liability just the 
same as though the loss was occasion- 
ed by the negligence or wrong doing 
of another. 
Can Exist Simultaneously 
It is evident that both legal and con- 


cumstances. 


ventional subrogation may exist  be- 
tween the same parties at the same 
time. Mr. Van _ Benschoten quoted 


cases showing that, where there is legal 
subrogation, there also often exists, 
by reason of an expressed agreement 
between the parties, conventional sub- 


rogation, but frequently there exists 
ecnventional subrogation when there 
is no right to legal subrogation. This 


is the case when a party being under 
no legal obligation or liability to pay 
the debt or loss, pays the same and is 
subrogated because of the provisions of 


trary to public policy, and that as its 
purpose is only to prevent fraud or sub- 
serve justice, it will not be applied 
where it would promote injustice, and 
thus can be applied only with a due 
regard for the legal and equitable 
rights of others. 

It was also shown by the court deci- 
sions used by Mr. Van Benschoten 
that the right of subrogation cannot 
be defeated because the policy might 
have been successfully contested by 
the insurer nor because the insurance 
company had not complied with statu- 
tory requirements; nor because the in- 
surer is a member of a trust or com- 
bination in violation of the statute. As 
subrogation, especially legal subroga- 
tion, is the application of equity, its 
enforcement depends upon the facts 
and circumstances of each particular 
case and on the principles of natural 
justice. 

Standard Policy Provisions 

Mr. Van Benschoten noted lines 102 
to 105 of the standard fire policy of 
New York and stated that this clause 
is only applicable when the company 
claims that the fire was caused by the 
act or neglect of some third party and 
does not include any rights, claims or 


remedies which the insured may have 
against a third party by reason of 
contract. In order for the insurer to 


have the benefit under the clause these 
must be some third party responsible 
for the fire who is liable to the insured 
for the damages suffered thereby. In 
S.ch cases, such party is primarily lia- 
ble to the insured and it is the right 
Oo: recovery which the insured has 
against such party that this clause of 
the standard policy refers to. If the 
policy did not contain this clause, the 
company would still have the right of 
subrogation under the circumstances 
stated. It might not be able to require 
the assured to give the actual assign- 
ment as provided, and the provision 
that the insured shall make as assign- 
ment has been held to protect the in- 
urer from having the assured destroy 
itr rights to subrogation. 

Before there can be any right of sub- 
regation, the insured must be fully in- 
demnified for the loss of his proper- 
ty; the insurance company must have 
fully indemnified the insured before it 
cin claim the right to be subrogated 
either at common law or under the 
policy provision above referred to. 

Forfeiture of Rights 

When the insured has been fully in- 
demnified, subrogation passes all the 
insured’s rights, privileges and reme- 
dies against the party primarily liable 
to the insurer. It can be subrogated 
to and have no greater rights than 
those which the insured had. If the 
l.tter had no rights, the insurer as 
s brogee can have none, and under 
the above provision, the insurer having 
received an assignment from the insur- 
ed, would be entitled to the rights, 
privileges, and remedies which the in- 
sured had and could only recover the 
amount paid by the insurer to the in- 
sured. 

Mr. Van Benschoten then cited some 
cf the more common instances where 
subrogation arises where the goods are 
burned while being transported by a 
carrier, or where a mortgagee has 
taken out insurance to protect his mort- 
gage, or where, through the negligence 
of a third party the property of the in- 
sured has been burned; or where, by 


ANALYSIS OF FARM 
MUTUAL FIGURES 


LOSSES AND EXPENSES IN NEW 


YORK STATE 

Tompkins County’s Liabilities at End 

of 1914 Exceeded Assets By 

$22,838 

Eastern Underwriter was re- 
cently informed that some of the up- 
State mutuals are writing sprinklered 
business, and, of course, doing so at 
some reduction in the prevailing rates. 
In view of the wide extent of the oper- 
ation of some of these mutuals facts 
regarding them from the recent report 
of the New York Insurance Superin- 
tendent are of pertinent interest. 


The 


Tompkins County 


One of the most important of the 
mutuals is the Tompkins County Co- 
Operative, of Ithaca. The report of 
the Superintendent shows that at the 
end of 1914 its total liabilities were 
$64,885; its total admitted assets, $72,- 
047; excess of liabilities over assets 
being $22,838. In 1914 its total net pre- 
miums were $182,493. It paid $115,094 
for losses, its total disbursements be- 
ing $147,895 for the year. Salaries, 
fees, ete., reached more than $9,000, 
while nearly $13,000 was paid out for 
commissions and brokerage. The treas- 
urer of this mutual is bonded for $50,- 
000. 

The Baron Steuben, Ithaca, in 1914, 
wrote gross premiums of $16,539. Its 
tctal disbursements were $28,209. Its 
losses on assessments were $2,185. It 
resisted losses of $3,060. The excess 
of its liabilities over assets were $3, 
446. It has 2,975 policies in force for 
$2,197,274, and transacts business in 
fifty-seven counties. Its management 


expense was 35.1 last year. 


The Butternut Valley Mutual trans- 
acts business in fifty counties. Its total 
income last year was $7,486. It has 


1,436 policies in force. 


Operates in Thirty-nine Counties 


The Catskill Mountain of Greene 
County had a total income of $12,663; 
paid $3,688 in losses; transacts busi 
ness in thirty-nine counties; had a 
per cent. management expense; 
paid out $2,351 for commissions and 
brokerage. Asked how company ar- 
rives at rates it said to the Superin- 
tendent: “Board rates and company 
experience.” 

The Catskill Mutual of Greene 
County had a total income of $2,134, 
disbursements of $1,185, and does bust- 
ness in five counties. 

The Chemical Mutual, surlington 
Flats, operates in fifty-seven counties; 
had losses of $2,726, and total premi- 
ums of $9,706. Its management expen- 
ses are 32.3 per cent. 

The Church Insurance 


99 


and 


Association of 


the order of some 
thority, property has 
for the public good. 
The speaker closed his address with 
the statement that the nature and 
grounds of subrogation are clear; that 
difficulties arise in its application, but 
that the courts are inclined rather to 
extend than to restrict the principle. 


governmental au- 
been destroyed 


Rochester wrote $12,763 in 
paid losses of $2,177 net; 
business in sixty counties; 
percentage of board 
policies in force. 

The Commercial Mutual of Greene 
County had a 33 ‘per cent. expense ra- 
tio; operates in fifty-nine counties: 
had a total income of $30,000; and paid 
$15,715 out in losses and $8,837 in com- 
missions and brokerage. 


Premiums of $42,248 


Fire of Greene, 
and Delaware Counties had 
premiums in 1914, and $22,- 
losses. while it paid in commis- 
$8,345, and in salaries, etc., $4,- 

It has 7,559 policies in force; it 
does business in fifty-seven counties. 

The Dwelling Insurance Association 
of Utica escaped with $60 in losses on 
a $2,520 premium income. 

The net losses of the Empire Co- 
Operative, Middleburgh, were $28,123; 
Management expense, 34.3 per cent.; 
commissions and _ brokerage, $9,223; 
operates in forty-six counties. Premi- 


premiums, 
transacts 
charges “a 
rates,” has 778 


The Co-Operative 
Schoharie 
$42,248 net 
719 

sions 


182. 


ums, $46,116. 

The Greene County Mutual operates 
in forty-six counties; had $32,343 net 
premiums; $15,820 losses; 30 per cent. 
expense ratio. 

The management expense of the 
Home Mutual, Binghamton, was 33.7 
per cent. net premiums, $36,273: net 
losses, $23,000; commissions and bro- 
kerage, $7,275. 

The excess of liabilities over assets 
of the Mercantile Co-operative, Cat- 


skill, is $4,33 The Company operates 


in twenty counties. 

The Merchants and Farmers of 
Schoharie and Albany counties wrote 
$14,157 net premiums; paid $7,114 in 


losses, and its assets exceed its liabil- 
ities by 
Monroe County’s Losses 
Monroe County, of Rochester, 
transacts business in fifty-seven coun- 
ties; and its liabilities, the report says, 
exceed assets by $13,328. Its net pre 
mium income was $43,410; net losses, 
$38,934; commissions and brokerage, 
$°.303; salaries, etc., $4,087. It has an 
expense (managerial) of 34.8 per cent. 
The Montgomery Fire transacts 
business in twenty-eight counties at an 


The 












expense rate of 34.7; its total income 
was $19,072; total disbursements, 
$17,599 

The excess of liabilities over assets 
of the Mutual Cheese Factory and 
Creamery Insurance Company, Can- 
ton, N. Y., which transacts business in 
fifty-seven counties, is $2,853, accord 
ig to the report. Net premiums of 
$25,762 were written last year, and 
there were net losses of $18,952 


Olive’s Liabilities Exceed Assets 


The Olive Co-Operative of Kingston 
had on December 31, 1914, $8,316 in ex- 
cess of liabilities over assets. The man- 
agement expenses of the Oneida Co- 
Operative are 35 per cent,; and its ex 
cess of liabilities over assets is $2,385 
On a net premium income of $15,604 
last year the Patrons of Husbandry, 
Newburgh, N. Y., had $3,836 excess of 
li: bilities over assets 

The net premiums of the Pioneer 

(Continued on page 16.) 
WANTS MORE MONEY 
The Southern Adjustment Bureau is 


levying an assessment of 100 per cent 
on members 










F. H. HAWLEY, Pres. 


\ 


iy 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


W. E. HAINES, Secy. 











an expressed agreement between the 

parties and not because of the opera- 

tion of a rule of law. It has been held E, K. SCHULTZ LOGUE BROS. & C0. 
that the right of subrogation would not | PHILADELPHIA PITTSBURGH 

be allowed one who would thereby 

reap advantage in any way from his General Agent General Agents 

wrong doing, nor to relieve a_ party Eastern Pennsylvania, New 





Jersey and New York Western Pennsylvania 


from the consequences of his own un- 
lawful act, nor where it would be con- 
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LITTLE STORIES OF THE LOSS COMMITTEE 
Extracts From a Paper Read By Allan E. Clough, Secretary of the 
Committee of Loss and Adjustments, New York 
Board of Fire Underwriters 








In one case the principal owner and 
manager of a mill furnished us with a 
lot of bills of lading of alleged grain 
delivered at his mill. Some of these 
were made up for him by a minor em- 
ploye of the R. R. and the others were 
for cars which after having been set 
on his siding, had been sent on to this 
city. This man went suddenly to Can- 
ada and was last heard of in Alberta, 
I think. This claim amounted to 
$36,000. 

Crude Rubber Loss 

An attempted fraudulent claim for 
a total loss of about $30,000 on alleged 
crude rubber, compelled us to follow 
this sharp rascal’s trail to Boston, Pro- 
vidence, Baltimore, Canton, Ohio, the 
West Coast of Africa, Antwerp, Brus- 
sels and Marseilles; he was an expen- 
sive business partner of perfectly rep- 
utable men in four cities in this coun- 
try, but the policies were finally sur- 
rendered with full releases without 
any payment. In this case we located 
this man and property belonging to 
him in France and gave the informa- 
tion to his partners, who immediately 
sent a lawyer after him who took the 
matter before the French courts and 
recovered a considerable sum. This 
claim was for over $32,000. 

Magnifying Glass Unearths Fraud 

Another assured, after making a 
claim of about $12,000 on insurance 
of $14,500, the night after we had point- 
ei out to him our conclusions as to 
certain erasures and changes in his 
books—photographed under a _ strong 
magnifying glass, hired a room in a 
cheap hotel and was found dead in 
bed the next morning with all the gas 
jets in the room open. 

Recently an assured, a few days 
after the fire while his loss was being 
carefully looked into and after he had 


been summoned by the Fire Marshal, 
committed suicide by cutting his 
throat. 


Such investigations and contests are 
necessarily expensive, but we cannot 
afford to not make them, and unfortu- 
nately sometimes we are only able to 
convince ourselves that a case is 
crooked, but cannot get the conclusive 
evidence to convict or defeat’ the 
claim and must content ourselves with 
settling as best we can. 

New York’s Cosmopolitan Population 

In a cosmopolitan population of per- 
haps nearly 8,000,000, made up from 
the four corners of the earth, as is the 
case with the City of New York and 
suburbs, it is not strange that all man- 
ner of crooks and sharpers congre- 
gate; men who are all the time bend- 
ing their wits to make illegitimate 


SYRACUSE INSURANCE CLASS 





Being Organized by Y. M. C. A.—AIl 
Subjects to be Treated by 





Experts 
The Y. M. C. A. at Syracuse is or- 
ganizing an insurance class, supple- 
menting its educational courses. It is 


said that the course has met with im- 
mediate response by the insurance men 
of the city under whose auspices it will 
be given. Prominent leaders in their 
various lines have volunteered a lec- 
ture. From sixteen to eighteen lec- 
tures will result providing a class of 
large enough proportions can be pro- 
cured. The moral tone of insurance 
will be kept up by this educational 
course and some good apprentices will 
be picked up by the local insurance 
men. The course will include a series 
on fire, life, fire rating and adjusting, 
burglary, liability and compensation in- 
surance, salesmanship and advertising 
and many kindred topics. 


gains. There are also thousands who 
in prosperous times are content with 
the profits of regular business, but 
whose morals are such that, if their 
ventures do not prosper, they seek to 
get out by failures of fires. Their en- 
vironment, all their lives, has been 
such that their minds naturally revert 
to some sort of a trick or fraud to es- 
cape loss of money or to make more 
money than they can legitimately. 

Our troubles are increased by some 
more or less conscienceless public ad- 
justers and brokers. A very serious 
evil, to my mind, is the fact that bro- 
kers are able to compel public adjust- 
ers to give them half of their fees for 
adjusting the losses of their custom- 
ers, because they introduce the public 
adjuster or endorse him. The situa- 
tion is very plainly illustrated by a 
recent remark of a small broker when 
asked how his business had been dur- 
ing the past year. He replied that it 
had been fine, in fact his best year, 
because one of his customers had had 
a large loss, In colloquial parlance— 
What's the answer? 


AMSDEN ASKS A QUESTION 





Collecting From Assured When Risk 
Has Been Placed With Agent 
By Broker 





President Amsden of the New York 
State Association of Insurance Agents, 
asks the American agency Bulletin for 
some light as follows: 

Considerable discussion has aris- 
en among local agents as to the 
question of the collection of an ac- 
count against an assured where the 
same has been placed with the 
agent by a broker. 

“A” is the assured, 
broker, “C” is the agent. “C” does 
considerable business with “B” 
and is unable to collect premiums 
covering policies issued; “C” sues 
“A” for premium. It developes 
that “A” has paid “B.” Under 
those conditions will “C” be able 
to collect from “A”? The first an- 
swer is “Yes,” but suppose that 
“C” carries on his books an ac- 
count with “B” covering not only 
“A’s” policy but others, and “B” 
does business with other agents 
besides “C.” Under these condi- 
tions can “C” collect from “A’’? 
This may seem very clear to some 
agents, but I believe the associa- 
tion can be of great value to the 
agents in supplying the best legal 
advice on a subject of this kind. 


“B” is the 


CARGO 


Moving Ship From Wharf To Harbor 
and Anchoring for Days a Devia- 
tion From Course 


INSURANCE DECISION 








A steamship, which after loading a 
cargo of grain from an elevator in 
April moved from her berth to a place 
in Duluth harbor, seven miles distant, 
where she was made fast to another 
vessel and remained several days and 
until a storm occurred, during which 
her cargo was damaged. The cargo 
was insured for the voyage from Du- 
luth to Buffalo, the policy of insurance 
containing a clause to the effect that 
any deviation from its course would 
abrogate the policy. 

On suit being brought to recover 
from the insurance company the value 
of the damage it was contended that 
the moving from the wharf to the 
harbor and anchoring for several days 
was a deviation from the course to be 
taken by the vessel in its voyage to 
Buffalo and discharged the policy. The 
United States Circuit Court of Appeals, 
however, held that the vessel had not 
commenced her voyage, that she had 
been obliged to leave her berth to per- 
mit another vessel to load at the ele- 
vator and that she had not been in- 
spected and was not ready to sail. The 
court held the insurance company lia- 
ble under the policy for the damage to 
the cargo. (Gilchrist Transp. Co. vs. 
Boston Ins. Co., 223 Fed., 716.) 





INSURANCE CLUB GIVES DINNER 





Plans to Make the Occasion a Monthly 
Event With Educational 
Addresses 





At the dinner of the Insurance Club 
of Manhattan on Monday, President 


THE COMPANY WITH THE PYRAMID 
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LIABILITIES $3.149,365.31 


POLICY HOLDERS SURPLUS $3, 200,713.78 


























Bowers announced that a similar din- 
ner would be held by the Club every 
month. The date for the next one was 
set for the first week in December, at 
which it is planned to have a promi- 
nent speaker who will discuss some 
educational topic, probably burglary in- 
surance. 

There were fifty plates set for the 
dinner on Monday and, if that was any 
criterion, the future monthly dinners of 
the Club promise to have an even larg- 
er attendance. 


MAKES LLOYDS INQUIRY 
Buffalo, N. Y., Nov. 6. 
Editor The Eastern Underwriter: 
Will you please direct me to a reliable 
Lloyds organization that makes a spe- 
cialty of electrical hazards and elec- 
trical generating plants? Also, can 
you direct me to a reliable Lloyds con- 
cern that insures lumber and wood- 
working plants? AGENT. 
{Lloyds cannot write fire insurance 
in New York State through agents, but 
the assured can write to London and 
get coverage——Editor The Eastern 
Underwriter. | 





“ The Leading Fire Insurance Company 
in Amerea”™ 





CASH;CAPITAL’ - $5,000,000.00 
WM. B. CLARK, President 
Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretaries 

E. S. ALLEN GUY E. BEARDSLEY 

RALPH B. IVES 
W. F. WHITTELSEY, Marine Secretary 








For The Pretection Of Its 
Policy Holders 


THE HANOVER 


FIRE INSURANCE COMPANY 
Cash Capital pagrtes $1_000,000.00 
4,585,075.59 
1,706, 316.03 


The real strength of an insurance com- 
pany is in the conservatism of its manage- 
ment, and the management of THE HAN- 


OVER is an absolute assurance of the 
security of its policy. 

R. EMORY WARFIELD ....President 
JOSEPH McCORD ..Vice-Pres. & Sec’y 
WILLIAM MORRISON ... Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 




















New York City Agent, 








ROBERT J. WYNNE, Pres. 


WH. SOHMER, 75 William St. 
New York City. 
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First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION DECEMBER 3ist, 1914 





ASSETS 

Real Estate (Equity) ................ re ..8 254,500.00 Outstanding Fire Losses 
NE IID aaa k's Vico Win gh sales ois ahd ed & » 235,600.00 Unearned Premium Reserve 

OES: CRISS WOOD 6 o.o.iis's bv cccicces teescne 972,966.29 pope - EH wae Gate 
Cash in Banks and Office ............. ie eanp-< 38,387.53 Capital Stock Fully Paid......... 
SY I o.oo d Gscia ne odin eas dle ee 81,266.65 Capital Stock Partially Paid...... 
Interest and Rents Due and Accrued........ 27,215.03 DETIEED owen cece ecccsecececeecees 
ee ED  s:6.asew as 5,00 68-vineaes a eo be 4,692.31 Surplus to Policyholders 

EE ch on ea eh Bede paw oe ak del j++ + +/. -$1,614,627.81 Weed .ccses 


Brooklyn Agent, 


JOHN E. SMITH, Managing Underwriter 


FRANK ECKEL BECKER, 153 Remsen St. 
Breeklyn, N. Y.. 


LIABILITIES 
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NEW JERSEY NOTES | 








JOSHUA TAYLOR DEAD 





One of the Old-Time Agents in New 
Jersey—Represent Many Com- 
panies in Agency 





Underwriters heard with regret this 
week of the death of Joshua Taylor, of 
Burlington, N. J., an agent of the old- 
school. He was one of an interesting 
group of agents who regard an agency 
representation as an asset to be cher- 
ished through decades. His agency is 
known as Joshua Taylor & Son, the 
lutter being S. R. Taylor. 

In the agency are the Caledonian, 
Connecticut, Farmers of York, Fidelity- 
Phenix, Fire Association, Franklin, 
Home, Insurance Co. of N. A., London 
Assurance, Niagara, Pennsylvania, Peo- 
ple’s National, Royal Exchange and 
Western of Toronto. The Travelers, 
Metropolitan Casualty and U. S. F. & 
G. are also represented. 





DISCUSSES NEW CLUB 


President Dodd, of Newark Organiza- 
tion, Says Almost All Agencies 
Are Charter Members 


In discussing the new Good Practice 
Club in Newark, of which he is presi- 
dent, Charles S. Dodd said to The East- 
ern Underwriter this week: 

“It looks to me as if the Good Prac- 
tice Club will have a very successful 
career. Thus far almost all the agen- 
cies have.become charter members and 
the facts are best set forth in the pre- 
amble of the constitution and by-laws. 
We do not anticipate that this club 
will be the means of overcoming all 
the difficulties which are met with in 
the transaction of our business, but it 
will help. As we are barely organized 
yet there is not much to say at this 
time.” 

One pledge of the club members is 
not to pay in excess of the following 
brokerages on several classes: 

20 per cent. on churches and school 





houses, dwellings, garages, office build- 
ings. 
15 per cent. on mercantile buildings, 


restaurants, hotels. 





VETERAN AGENTS IN GALLERY 

Atlee Brown has started a_photo- 
graph gallery in his office in Newark. 
He starts his collection with the pic- 
tures of four veteran agents. They 
are Samuel E. Burr, of Bordentown; 
A. P. Haldane, of Paterson; Captain 
Stites, of Cape May; and the late 
Joshua A. Taylor, of Burlington. All 
of these agents started in the fire in- 
surance business a great many years 
ago. 





CRAWFORD MILLER DEAD 

Crawford Miller, of Camden, died 
last week. He was born eighty years 
ago and is said to have been the first 
man to write a policy on Atlantic City 
property. He was one of the organ- 
izers of the Republican party in Cam- 
den County. On May 10 last he was 
struck by a trolley car, sustained frac- 
tured ribs, the injury ultimately caus- 
ing his death. 





NEW STATE AGENT 

W. J. Wendt has been appointed 
State agent in Missouri, Nebraska, 
Iowa and Minnesota by the Newark 
Fire, territory formerly under the jur- 
isdiction of Louis R. Dale, who has 
resigned. Mr. Wendt has been examin- 
er in the Western Department of the 
Newark Fire, where he made a good 
record. 


FIELD CLUB MEETS NOV. 16 

On November 16 the New Jersey 
Field Club will meet. The speaker 
will be F. J. Hollister, of the insurance 
department of Bradstreet’s, 


PATCH OF RED BANK 





Looks With Suspicion at a Lower Rate 
—Attacks Companies in Local 
apérs 





Some péople can never be satisfied. 

Mortimer Patch, of Red Bank, N. J., 
has been attacking the fire insurance 
interests in local newspapers for some 
time. He runs a cigar store. Recently 
there was a change of occupancy in 
the building of which he is a tenant, 
an application later being made for re- 
rating. The New Jersey Rating Office 
made a lower rate. This was immedi- 
ately taken by Patch as a text for an 
attack on the companies in which he 
made the statement that the lower 
rate was a sop to him and he wanted 
it understood that he could not be 
“bought by the insurance trust.” 

If his rate had been raised he would 
probably have said the insurance trust 
was out for revenge. 





ANOTHER ROEBLING FIRE 
The fire on Wednesday in the Roeb- 
ling plant, Trenton, is the second in a 
year. Rumors regarding sympathizers 
for one of the powers could not be 
corroborated on Thursday morning. 
The building destroyed this week was 
new, 900 feet long 700 feet wide and 
devoted to the manufacture of wire 
rope. A dozen dwellings were burned. 
First reports of loss are $500,000. 
The Baldwin Locomotive and Bethle- 
hem Steel fires also interested under- 
writers this week. 





MONARCH UNION APPOINTMENT 

The automobile department of the 
Norwich Union has appointed the Arm- 
strong ‘Agency, Inc., as resident agent 
for the metropolitan district. Russel 
A. Bliss will be the special represen- 
tative 





STEVENS A SENATOR 
Lewis Stevens has been elected to 
the New Jersey Legislature from Cape 
May County. He has been interested 
in the insurance business. 





INSPECTS NEWARK SCHOOLS 

Captain Gasser, of the Bureau of 
Combustibles of Newark, is making an 
examination of public schools in that 
city looking for hazards. 
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TO DISCUSS QUESTION “NOV. 





Plan to Employ Salaried Adjuster for 
N. Y. Board Subject of 
Special Business 





When the New York Board of Fire 
Underwriters meets on November 17, 
the special order of business will be 
the question of employing a paid ad- 
juster. It is not thought that the Loss 
Committee will abruptly terminate the 
present system of employing the ad- 
justers now in use. 

Board’s Moral Hazard Reports 

In 1914 the Board made one hundred 
and twenty moral hazard reports. The 
last three months of it were unusually 
prolific in fires and claims of a ques- 
tionable nature. Thirty-six of these 
claims reported on during 1914 called 
for unusual investigatior the cost of 
which amounted to $68,043.49, of which 
amount $53,979.48 was paid during the 
year, representing 26.60 per cent. of the 
whole expense of the year’s adjust- 
ments. The resulting saving to compa- 
nies, as compared with assured’s proofs 
of loss in these thirty-six cases, was, 
however, $223,808.25. As to six of these 
thirty-six cases, claims amounting to 
$54,353.69 were wholly abandoned and 
policies amounting to $62,250 were sur- 
rendered withcut any payment what- 
ever. 

Concerning its whole special investi- 
gations, including the cases reported 
on and those still pending, the Board 
spent during the year 49.74 per cent. 
of the whole expense of the year’s ad- 
justments. Two of the loss claimants 
have been indicted by the Grand Jury 
and are awaiting trial. The convic- 
tions of three claimants in 1913, and 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Assets 


Surplus 


Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 

STATEMENT JANUARY I, 


UNITED STATES BRANCH 

123 WILLIAM ST., NEW YORK 

J. H. LENEHAN, 
AGENTS WANTED IN PRINCIPAL CITIES AND TOWNS 


ee ee oe 


1914 
coeeves $1,439,399.63 
579,631.12 


869,768.41 


United States Manager 








VIRGINIA FIRE & 


LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH; 
54 Pine Street - New York 
WESTERN DEPARTMENT; 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT; 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 





WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 
vanaeny 1, its 
Assets . jue 
Surplus in U. S. 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








John C. Paige Co. 
INSURANCE 


65 Kilby St. Boston, Mass. 














the incendiary in one of the cases, have 
been affirmed by the higher courts. 

In 1913 the cost of the special inves- 
tigations of eighty-eight cases was 
$119,262.90, and the result in saving to 
the interested companies was $458,027.- 
21. Of this expense $70,166.59 was paid 
during the year, which represented 
42.17 per cent. of the whole expense of 
the year’s adjustments. On all cases 
of this character the Board spent dur- 
ing 1913 $87,396.54, or 52.54 per cent. 
cf the year’s total adjustment expense. 

Cost of Adjusters’ Services 

While the activity of the Board’s loss 
committee is constantly reducing the 
number of fraudulent claims, they will 
always be an item of considerable ex- 
pense, and it is necessary to make 
economies in all directions, and the 
cost of adjustment of legitimate claims 
can be reduced by a paid adjuster, one 
faction of the Board maintains. 

In 1914 the cost to committee com- 
panies for adjusters’ services was $83,- 
127; as compared to $66,106 in 1913. 

The cost to committee companies of 
services of appraisers, lawyers, etc., 
was $119,740 in 1914, as compared with 
$100,273 in 1913, 





Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 
GENERAL INSURANCE 
123 William Street, New York City 


Expert attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 
United States and Canada. 








D. V. PROSKEY 


NEW JERSEY FIRE 


INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 








A. K. BOUGHNER & CO. 
INSURANCE AGENCY 

Fire Automobile 

NEWARK AND VICINITY 

Brokerage Business Solicited 


38 Clinton Street 9%, William Street 
Newark, N. J. New York City 











H. K. Fowler has been appointed 
United States manager of the Union 
Marine and Phoenix of London’s ma- 
rine department. 
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ADJUSTING LUMBER LOSSES 


“By William Sexton, General Adjuster 








on other 
manufac- 
the quan- 
destroyed 


Adjusting a lumber loss 
than lumber owned by the 
turer is simply ascertaining 
tity of each class of lumber 
and the cash cost to replace the same 
from the open market. Or where the 
stock consists of too many classes and 
grades to be followed to a balance on 
each class or grade, a merchandise 
book statement is in order. 


Adjusting a loss on lumber owned 


by the manufacturer requires the as- 
certainment of the cost per M. to the 
manufacturer to produce the different 


grades of lumber, the market value per 
M. at time of loss and the number of 
feet of each grade destroyed. 

Cost of Manufacture 


The cost to manufacture each grade 
can be ascertained from the saw mill 
books by taking the product of, say, 
ten months preceding the loss as a 
basis: 

Feet. 

-roduct, from saw, say....... 6,040,000 
UE: a scent eewues eae cee a 40,000 
Product piled in yard........ 6,000,000 


Cost of manufacturing, use of plant, 
logging, hauling, towing, booming, saw- 
ing and piling as per books, $60,000. 

Average cost of production, piled in 
yard, $10 per M. 

The books show that the product was 
feet “third grade,” 2,000,000 
feet “second grade” and 1,000,000 feet 
“first grade.” 

It is agreed that the plant produced 
the grades in the inventory and will 
ccntinue to produce same grades in the 


3,000,000 


same proportion as above and at the 
same cost. 
On Hand at Time of Fire 

At time of fire “third grade” sold for 
$ per M.:; “second grade” at $13 per 
M., and “first grade’”’ at $36 per M. 
Inventory taken at selling price, ten 
months before the fire: 

700,000 feet third grade at $10 per 
M., $7,000. 

300,000 feet second grade at $15 per 
M., $4,500. 

50,000 feet first grade at $45 per M., 
$2,250. 

Sales 

Sales for the first seven months after 
inventory, up to three months before 
the fire were 1,000,000 feet third grade 
at $10 per M., 1,800,000 second grade, 
$15; 750,000 first grade, $45 

Sales for the three months immedi- 
ately before the fire were 1,000,000 feet 
third grade at $6 per M.: 200,000 feet 
second grade, $13 per M.: 200,000 feet 


first grade, $36 per M 





The unb stock was inventoried 
at 700,000 rd grade at $6; 100,- 
000 second, at $13: 70,000 first, at $36. 


After Figures Have Been Agreed Upon 





All the figures of quantities, grades, 
cost of production, market prices at 
time of f cost of cashing sales and 
saved having been agreed on, the loss 
can be adjusted as any merchandise 
“book loss” is arrived at; but the re- 

lt can be made clearer to the claim 
ant by also adjusting by “count,” show 
ng the quantity of each grade de 
stroyed with the cost to insured to re- 
place same from his plant; and, also 
the loss at the market prices at time 
o* fire 

he lower grades are yy products” 


*Fror Mr ext Book Fire [ 


o* the higher grades, but as the tree 
must be worked up to produce the high- 
er grades, the net recoveries from the 
lower grades reduce the cost of mak- 
ing the higher grades. 

Illustration: A log that will make 
2,000 feet of lumber at a cost of $20 
may produce 1,000 feet of first grade 
worth $35, and 1,000 feet of second 
grade worth $9, which reduces cost. of 
production of first grade to $11 per M. 
instead of a cost of $20 pe~ M. for first 
grade, if the second grade had not been 
worked up. 


Production since inventory 
1 | rrr 
Production since inventory 
| eee ee 2,000,000 
-roduction since inventory 
Be SD. nc nnoslewaneeaes 1,000,000 
I, acu) Kalani Alesana aes acead 6,000,000 


Average cost to produce $10 per M., 
$60,000. 


Liability 
The California standard form pro 
vides that “The Company will not be 


liable beyond the actual cash value of 
the interest of the insured in the prop- 
erty at the time of loss or damage, not 
exceeding what it would then cost the 
insured to repair or replace the same 
with material of like kind and quality.” 


not “then” 










The insured can (the time of the 
fire) replace “seasonal products’ from his 
farm or fishery; consequently, the claim for 
loss on such products must be based on the 

hen” cash value in the open market; but 
when the insured can replace the products 
from lant the claim for loss on such 
fact ts must not exceed what it 


cost the insured to replace from 















Ge actu cash value of such prod- 
ts t open market requires careful study 
nditiones 
I g sawmill yard loss, where a stock 
f er that would require twelve months 
nthe rdinary course of trade to clean up 
and cas 1 on the insurance com- 
I es, .ar made on the basis of 
rre r 1 ns, or selling price as 
gra cott 4 other cash products which 
re je missions on sales only, 
ne owner ten per cent. 
Ss or we proper deductions 
were not osses : expenses of 
shing duct This bonus is 
positive grain, cotton or other 
rate-paye receive a bonus on 
$ is principal of deducting 
from irrent market quotations the expenses 
getting the cash applies to products in the 
ds f the producer or other party if the 
ss be adjusted on the basis of the selling 


N. Y. Farm Mutuals 
(Continued from page 13.) 
Co-Operative, Greenville, were $38,616; 
net losses, $21,562; payments in com- 
missions and brokerage, $7,774; ex- 
ratio, 29 per cent. This mutual 
operates in forty-four counties, and 
has an excess of assets over liabilities 

of $37,470. 

The Preferred of 

$78,111 net premiums 
bursements of $66,464 
retio is 30.6 per cent. 
Mutual, Delhi, collected $24,381 pre- 
riums net, and had net losses of $11,- 
442. It operates in thirty counties, at 
exepnse rate of 34.8. 


pense 


Chenango with 
had total dis- 
Its expense 
The Security 





an 
CASIMIR H. BRONSON DEAD 
Casimir H. Bronson, a well-known in- 
surance agent of Waterbury, Conn., died 
a few days ago. For thirty years he 
was a member of Bronson & Dunnison. 
He was active in the Odd Fellows. In 
his early days he was superintendent 
of the Waterbury Clock Co., resigning 
t» go into the insurance business. 
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BALTIMORE'S SELF-INSURANCE 


AIM “TO SAVE CITY MONEY” 
Board of Estimates Takes Cognizance 
of Newspaper Agitation to Carry 
Own Risk 





The activities of the Baltimore news- 
papers advocating the city to carry its 
own insurance have culminated in the 
following action on the part of the city 
officials as reported in a recent issue of 
the Baltimore Sun: 

“With a view to discontinue the pay- 
ment of premiums and have the city 
carry all of its own insurance, as is 
done by the Baltimore and Ohio Rail- 
road Company and other large corpora- 


tions, the Board of Estimates yester- 
day asked Deputy City Comptroller 
Childs to look into the question and 


prepare a report showing just what the 
city now pays for all classes of insur- 
ance and how much it has collected on 
account of fires and accidents. 

“In Comptroller Thrift’s estimate for 
1916 it was stated that an appropria- 
tion of $30,000 would be necessary next 
year to keep up present premiums cov- 
ering fire, casualty and liability insur- 
ance carried on buildings, motor vehi- 
cles, boilers and the bonds of municipal 
employes. In addition, there must be 
an appropriation of $10,000 toward the 
city property insurance fund created 
two years ago on the recommendation 
of Comptroller Thrift, which now aggre- 
gates $22,000, made up of two annual 
appropriations of $10,000 each, a gen- 
eral surplus in the city’s insurance ac- 
count and interest on the fund 

“Mr. Childs told the board that in the 
last 10 years the city had paid out $100,- 
000 in fire insurance premiums and col- 
lected only $10,000 in losses, including 
loss incident to the fire of 1904. 

“It is said that the scope of the city 
property insurance fund may be en- 
larged next year to include all classes 
of insurance, and the annual appropria- 
tions increased, in order that a general 
fund of $250,000 or $300,000 be raised 
as soon as possible and the payment ot 
premiums discontinued. 

“Fire losses, as well as accidents to 
motor vehicles, boilers, etc., will then 
be taken care of by the general fund. 
It developed from Mr. Childs’ prelim- 
inary report that the various depart- 
ments of the city government now pay 
$10,000 a year in premiums of all kinds. 
This is in addition to the general in- 
surance fund. Bonds of city employes, 
paid by the municipality, will not be 
affected by the proposed change. They 
will continue to be furnished by out 
side corporations.” 





FIRE INSURANCE IN NORWAY 
Favorable Showing Made By Tariff 


Companies—Re-insurance Com- 
pany Loss Ratio 


The fire insurance companies of Nor- 
way, which are members of the tariff 
association, have in 1914 had a premi- 


um income of 10,412,937  kronen 
against 9,228,032 kronen in 1913, there- 


fore an increase in 1914 of 1,184,905 
kronen. Compared with an income of 
5,491,000 kronen in 1910 this is a very 
favorable showing. 


The loss payments in 1914 amount 
ed to net 2,903,287 kronen, against 2,- 
604,959 kronen in 1913. For account 


of premium and loss reserves the sum 
of 2,796,477 kronen has been set aside. 

The profit of the companies amounts 
tu 814,170 kronen for 1914, i. e., an in 
crease of 161,388 kronen over the re- 
sult of 1913. 


The re-insurers have had a premium 


ISSUED 16,018 RATING CARDS 





Board’s Activities Told at 
Annual Meeting—17,044 
Inspections Made 


Boston 


The Boston Board of Fire Underwrit- 
ers held its annual meeting on Tues- 
day of this week exactly on schedule 
time and exactly as per program. The 
Boston Board is a highly organized in- 
stitution, and its members say that it 
is run at the top notch of efficiency de- 
spite the fact that its policy does not 
always meet with the approval of com- 
pany managers. Secretary Cabot and 
Treasurer Lewis, upon whose shoulders 


the bulk of the labor falls, have both 
been identified with the board for 
many years, and their annual re-elec- 


tion to their respective offices has long 
been pure routine. The attendance 
vas large. 

The report of Superintendent Mayer, 
oi the Inspection Bureau, indicated that 
during the year ending October 31, 17,- 
044 inspections of buildings had been 
made, of which 16,709 were in good 
condition, 263 in fair and 12 in bad 
condition. Defects were found in 
2,030 buildings. During the year 52 
first-class buildings had been complet- 
ed and 41 are now in process of con- 
struction. 

Assistant Secretary Lewis reported 
that 16,018 rating cards were issued, 
of which 11,647 were schedule ratings. 
Mr. Lewis’ report as treasurer showed 
that the maintenance of the organiza- 
tion costs the companies about $90,000. 

The balloting for officers resulted in 
the unanimous election of the follow- 
ing: President, Frank A. Dewick (De- 
wick & Flanders); vice-president, J. 
H. Carney (Kaler, Carney & Liffler); 
secretary, F. Elliot Cabot; treasurer, 
A. Jarratt Lewis. New members execu- 
tive committee: F. H. Battilana (Penn- 
sylvania Fire); William A. Muller 
(Wm. A. Muller & Co.); W. H. Rogers 
(Rogers & Howes). 

The two members of the committee 
whose terms have not yet expired are: 
Walter B. Henderson (John C. Paige & 


Co.), and Charles Haas (Charles Haas 
& Co). 

The valedictory of President Woods 
was largely a review of his adminis- 
tration and contained no recommenda- 
tions. He had little to say regarding 
the operation of the so-called Boston 
plan, which has demanded so much 


time and attention during his adminis- 
tration, and in referring to threatened 
inimical legislation did not refer to the 


eleventh hour herculean efforts’ to 
bring about the defeat of the valued 
policy bill in the Senate after it had 


sveceeded in getting past the House, 
with a view to arousing the members 
to their individual responsibility in 
coping with such measures while in the 
committee stage. 
Sprinklers 

President Woods declared that the 
efforts of the Fire Hazard Commission- 
er to reduce danger by fire to life and 
property have greatly stimulated the 
introduction of automatic sprinklers, 
ard have led to a recognition in rate of 
equipments not covering the whole of 
buildings. While admittine this is a 
radical step, he contends all the infor- 
mation available seems to justify it. 
He emphasizes the recommendation of 
the Board engineer that the effect of 
age in the older electrical installations 
is such as to require re-inspection. 


income less commission in 1914 of 3, 
382,308 kronen, and their share of the 
losses amounted to 3,025,741 kronen, 
or 89.5 per cent. against 56.5 per cent. 
in 1913 and 85.2 per cent. in 1912. 
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MARYLAND’S ACCIDENT STAND 


ATTITUDE ONE OF RESEARCH 


Will Not Withdraw Equity-Value Pol- 
icy—Thompson in Charge of 


Accident Production 


Following a conference of some of 
the general agents of the Maryland 
Casualty Co. in Baltimore, the general 
agents issued the following statement: 

It has been our pleasure to respond to a re- 
quest from President Stone to meet in Home 
Office conference to thoroughly discuss in 
every detail the accident and health situation 





a most necessary department of the multiple 
lines written by the company. 

During the two days discussion with Presi- 
dent Stone and other accident and health de 
partment men we learned with surprise of the 
most striking and startling conditions in that 
field of endeavor. 

The exercise of the most careful, experienced 
judgment in the selection of unquestioned 
risks is absolutely necessary to continue the 
expected profitable writing of this class of 
business. 

The conference resulted in the adoption of 
the program outlined by the accompanying 
letter and is one to which we as_ general 
agents give our most hearty, loyal and sincere 
approval, having in mind the mutual interests 
ot the company and its representatives. 

To assure the undeniable success of this ex 
cellent program we ask each and every agent 
to appreciate the unlimited possibilities of 
this great drive for a big increase in good 
business and execute vigilantly and nthu 
siastically the progressive plan as adopted 

The company has a right to your immediate, 
active and intelligent co-operation and with it 
the campaign is sure to prove a winner, there- 
by placing the Maryland in the front rank 
ot the accident and health business 


President’s Letter 
The letter referred to above 
lo Maryland Agents: 


follows: 





Gentlemen: Announcement is hereby made 
of the following very important program of 
development to which your careful attention 
and energetic support is earnestly invited: 

First—In your territory we desire to press 
in especially active and persistently sustained 
campaign for personal accident and _ health 

usiness ‘of the best quality. 

Seecad The following assortment of broad- 
coverage policies, among which will be found 
something peculiarly adapted to every — 
able prospect, will be placed in your nds 
for sale: 

(a) Full Protection Accident Policy 

(b) Full Protecti Disability Policy 






(c) Equity-Value Accident Polic 

(d) Equity-Value Disability Poli 

(e) Equity-Value Death and Dism emberme nt 
Accident Policy. 

(f) General Health Policy 

(z) General Accider Policy 

(h) Special Disability Policy 

(i) Limited Accident Policy (for beneficiary 
insurance.) 

(j) Combinatior Accumulative Deatl and 
Dismemberment Accident Policy 

(k) By“endorsement, as a temporary meas 
ure, and by the issuance of new policy con 
tracts, we shall keep fully abreast of the 
market as to accident and health coverage 
Third—In order that this program of aggres 
sive development may he carried with the 
greatest possible vigor throughout the field, 
and may be given every possible assistance 
in the way of personal Home Office co-opera 
tion, I have relieved Richard H. Thompson, 
fourth vice-president, of all other duties an 
have assigned to him the supervision of the 
business-getting part of this program, to which 
he will hereafter devote his entire time and 
energy. Mr. Templeman continues as manager 
of the department, and at his own request 
will, on and after November rst, proximo, be 
in charge of accident and health claims. Geo. 
W. Powell will, on and after November st, 
be assigned to the charge of the underwriting 
with the title of manager 

Fourth—-Before determinirag upon the details 
of this program, we have conferred with sev- 
eral of our general agents who could be as 
sembled readily The accompanying statement 
from them will be of definite interest to you, 
I am sure 

Having thus given another evidence of our 
consistent purpose to meet the requirements 
f growth and to do our full part toward the 


continued advancement of your and our mutual 
concerns, T count confidently upon your whole- 
hearted, intelligent, immediate and constant 
labor in securing a large share of the best 
quality of personal accident and health risks 
im vour entire agency territory We must 
reach the top in your field, as to volume of 
this class of lusiness 
JOHN T. STONE 


President Stone’s attitude toward the 
personal accident business is said to 
be that the business is in an unhealthy 


condition, and that ccmpetition has 
gone to unreasonable lengths On the 
other hand, there seems to be reason 


to think that there are certain sections 
of the country where, either fortuitous- 
ly or by reason of inherent conditions, 


even practices may be carried on with- 
cut loss to the companies. 


Future of Equity-Value Policy 

The Maryland’s own attitude toward 
the personal accident business is still 
that of research. It is endeavoring to 
find out whether there is any solid 
ground on which it can rest, in the 
transaction of this class of business. 
Research means experimenting, and, 
frequently, trying out various hypothe- 


ses in the effort to find the essential 
truth. 

The Maryland’s Equity Value pro- 
gram was an experiment which, while 
not a startling success, has been suffi- 
ciently successful and has been suf- 


ficiently commended by some thought- 
fui students of the business to indicate 
that at least it was not an intrinsically 
unsound venture. 

Manifestly, competitive conditions 
are about as hostile to the sale of that 


form of policy as they could well be; 
so that, it is only fair to say that this 
policy has never had a fair chance. 


The Maryland has no thought of with- 
drawing it; but, on the contrary, will 
continue to push it steadily, believing 
in its real value and feeling that it can 
defend it upon the soundest underwrit- 
ing principles. 
Lost Only One Agent 

So far as the Maryland’s agents are 
concerned the Company has only lost 
one on account of the Equity-Value 
policy. Thae was a good agency, and 
the Company is understood to have re- 
gretted the loss, but it has been grati- 
fying to the Company to know that 
with this one exception the Maryland’s 
agents have not only shown no dispo- 
sition to leave the Company, but that 
to-day there is every evidence that the 
Icng established and deep-rooted loy- 
alty of its field force to the Company, 
a family feeling, is more in evidence 
than ever before. 


TWO NEW POLICY FORMS 


General—De- 
Accident and 


Issued by Connecticut 
tails of Special 
Special 


Disability Contracts 

The Connecticut General Life an- 
nounces the issue of a Special Accident 
Policy and a Special Disability Policy. 

The Special Accident Policy, Form 
F, will provide $1,500 principal sum 
and $5 weekly indemnity at a premi- 
um of $5 per year. The policy is sim- 
ilar to the General Accident Policy 
except that the principal sum is fifty 


per cent. greater and the accumulation 
clause is eliminated. 

The Special 
combination 
dent Policy 
Policy, Form 
principal sum and 
nity for accident 
the health portion of the 
demnity will be payable for total 
partial disability, irrespective of 
The 


Disability is a 
of the 
and 


E. 


Policy 
new Special Acci- 
our Special Health 
It will provide $1,500 
$5 weekly 
or sickness. 


indem- 

Under 
contract, in- 
or 
house 
will 
50: 


be 
and 


confinement. 
$12.50 per year, ages 18 
$14.50 for 51 to 60. 

These policies will be issued to men 
only. 


premium 
to 


ages 


Fidelity and Surety Bonds 


AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 


We have attractive contracts for good agents 


WRITE TO 


Home Office 


Montpelier, Vermont 








OPEN TERRITORY 


In Maryland, West Virginia and Delaware for Agents to sell new form of Commercial 
Contract to men and women, ages 16 to 70, in all occupations. Premiums $8, $14, $20, $26, 
and $32, paying $5 to $25 weekly indemnity covering every accident and all sicknesses, 
For Particulars Write 
ROBERT M. BAYLOR, Manager 


507 Munsey Building, COMMONWEALTH CASUALTY COMPANY, Baltimore, Md. 





















































92 Liberty Street, 


Assets 

Liabilities 

Capital 

Surplus over all liabilities 


Losses paid to June 30, 1915 


This Company issues contracts as follows 
Health and Disability Insurance; Burglary, | 
Insurance; Liability Insurance—Em f 
erty Damage), Automobile (Personal - 
Druggists, Owners and Landlords, 
Fly Wheel Insurance. 


oyers, 
njury, P 


surance; 





Semi-Annual Statement June 30, 


Elevator, Workmen's 














L BUSINESS DOOMED or. the first day of January, 1916, will 
LIABI ITY become effective in the States of Maine 
and Pennsylvania, making thirty States 
COMMENT MADE BY F. & C. in all, but few States remain which 
Followed Conservative Methods, But 4re operating under the common law 
Found it Impossible to Make ll negligence. — In consequence the 
Profit on Class volume of employers’ liability insur- 
niece aice, which, a few years ago, aggre 
“The Passing of Employers’ Liability gated many millions of dollars, has 
Insurance” is the text of an article in shrunk tremendously Of course in 
the last issue of the Fidelity & Casu- compensation States » sige liabil- 
alty’s Monthly Bulletin. ity insurance automatically ceases im- 
“When this Company began to write mediately when the comeunantion laws 
employers’ liability insurance some take effect, and existing policies are 
twenty-four years ago, the line was lit nceled.” 
tle known and not at all understood,” 
the article says. “The hardest kind of CRITICISES ADJUSTMENTS 
work was necessary to gain the inter- 
est of employers. We know, because West Virginia “Department Discusses 
we tried it. Gradually the volume grew Accident Claims—Cases That Are 
until the interest of brokers was at Unsatisfactory 
tracted. Old line companies took it up, , ; ee ae 
new companies were formed, and the rhe West Virginia Insurance Depa 4 
insurance became a necessity becaus¢ ent has the following to say abou 
of the steady increase in the number ‘ 5 
of claims, the activities of the dan Phe : 
suit lawyers, and the rapidly rising . i 
cost of settlements w 
“At first the business appeared to : “ me ager 
be profitable, but in a very short tim ane Ol ne sre aie ig are 
rates were reduced so much by compe the w ns ) iS class oe ns ar. 
tition, that prudent underwriters were as been the I pli aaggpeeosicy 
forced to recognize the dangerous na not be forth me e event 
ture of the business, and the certaint 99 : 
of heavy losses resulting from the gen : v ns 7 wit ne 
eral scramble for volume ey De rorheeey , Bt Step Is 
“We followed conservative methods, ‘ _ . Sage reg 
but realized long ago that it was hope- ‘ mt as (0 a r oy 
less to look for any profit in the busi - - pee me " _ So 
ness. Our agents well know that we ©°4Dies US To dete , oe ae 
maintained a rate basis, which, couples see iiggs ns: reg cag gg = 
wth our best efforts to select our risks — we per - . . 
made it increasingly difficu wr ther Ss mad good fa and with 
to hold their own against the reler s . sid ‘ : > = 
competition they had to meet surance De a - 4 Compan, é 
theless our premiums steadil) creas :, gin . af sees 
ed, but just as steadily we failed to ae = pay 
reach the point where we could make ee : wagon 
any profit. The losses a t b oar ec 7 
little ahead of the prem “de ‘ . te aad 
companies went to the ; he ies eae 
the companies have now ‘. ‘ serigfpcencs ges 
there is no profit in sig aa ae cage ates angles > 
“With the enactment of workmen's *~. “ at na ge om 
compensation laws, which are effective sf = . eee —— See 
ncw in twenty-eight States, and whicl asp eee = 
l re isa pas ay a 
Cust an closed with little 
a manner satisia ry 
The Fidelity and Casualty Company of New York | concerned by smoothins 
New York, s cas ves 
1915 al estions © ake 
$11,764,957.75 — 2 ee ee : 
8,129,567.28 Cal AGVICE Sor es SUC 
1,000,000.00 volves & CIOS & waicn Ca 
2,635,300.47 y ae 
50,512,471.85 iw Ss m S ‘ 
Fidelity Bonds; Surety gan ’ ote a — > 
pesens and Th Iusurar C ’ $s ‘ es ~ 
*ublic, Teams (Personal njyur rop " s } : ew s 
oom ene and Collisior ans take 
Compensation—Steam-Boiler In- : nt — : ; : 
pany s ‘ s Ss . s 
n suc 1 WAY as stop i s 
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SOLICITING FOR BURGLARY 


AVAILABLE BUSINESS NEGLECTED 








When the Competitor Becomes a Pio- 
neer He Succeeds—A. U. Quint’s 
Experience 





An interesting and instructive article 
on the soliciting of burglary insurance, 
in the current Bulletin of the Casualty 
Co. of America, is from the pen of A. 
U. Quint, manager of the agency bur- 
glary department. It reads: 

“Most solicitors of casualty insurance 
make the mistake of centering their at- 
tention on lines which they see others 
chasing, ignoring the fact that a large 
amount of available business is entire- 
ly neglected. 

“A few hustlers pioneer in any line 
o£ business and develop same _ until 
their success commands the attention 
o: their competitors. Now the com- 
petitor will do well to become one of 
the pioneers and thereby reap some 
of the success. 

History of Business 

“In the early ’90’s, a bank burglary 
business was started as the first ener- 
getic effort to procure burglary insur- 
ance in the United States. The persist- 
ent effort of two men developed a line 
of approximately 7,000 banks on the 
books of two companies, when others 
began to take notice of the work, and 
one by one, started out to get a part of 
the business. Bank burglary business 
is now developed to a large volume of 
premiums. Residence burglary coming 
in at a little later day is now developed 
to handsome proportions. A few years 
ago, pioneering was started in so-called, 
‘hold-up’ business, robbery of messen- 
gers and paymasters, or stores, offices, 
etc. (when they are open for business) 
and while the business is growing 
somewhat, it is sadly neglected as yet. 
The available business of this line in 
your neighborhood is much larger and 
produces, individually risk by risk, bet- 
ter returns than any other line of bur. 
glary insurance. 

“There is a Hindoo story about a 
starving peasant who was afflicted with 
color blindness, while there was stand. 
ing in his yard a very fine fruit tree, 
bearing an abundant crop of ripe fruit, 
which owing to his affliction of color 
blindness, he was unable to see. A 
neighbor seeing his plight, undertook 
the task of convincing the starving 
peasant that he was in possession of 
an abundant supply of food. 

A Ripe Fruit Tree 

“We undertake a similar task by 
showing you that in the matter of bur- 
glary insurance you have in your ter- 
ritory a similar situation. It is a big 
ripe fruit tree, heavily loaded, but for 
some reason, many agents seem to be 
color blind; unable to see the opportu- 
nity. If you give the same attention to 
this line of business that you now give 
to other lines, you will be agreeably 
surprised by the results. A few of the 
agents who are doing so are the repre- 
sentatives by which we support this 
statement. 

“Not many years ago, accident insur- 
ance was in its beginning, neglected 
by insurance men everywhere. To- 
day, it is one of the largest and best 
lines for the agents. The same solict- 
tation and effort put into burglary in- 
Surance will produce as much _ premi- 
um and net profit to the agent as he 
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Incorporated April, 1905 


Hlinnis Surety Company 
HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 


Liberal Commissions _ :: 
WRITE TO DAY 


Local Agents Wanted Everywhere 


Attractive Contracts 








No Delay 
can by writing new accident insurance, TALKS OF MEDAL WINNERS 
and renewals will stay with him as —_— 
De Leon Contrasts Those Given For 


well, 
Confined to Four Lines 

“Select the business you wish to 
write in this line with a view to its 
merit as a whole. For some unaccount- 
able reason, burglary and theft insur- 
ance has been largely confined to four 
lines: banks, residences, office safes 
and retail stores, overlooking the very 
best lines. 

“Look over the affairs of your cus- 
tomers to discern the various forms of 
this insurance they need. Office rob- 
bery and messenger robbery should not 
be neglected. 

“When writing burglary insurance 
on merchandise in open stocks, the 
agents should carefully examine the ac- 
counting and record of stock kept by 
the applicant. A large number of re- 
tall stores are slack in this respect. 
These risks are an impossibility so far 
as a burglary insurance is concerned. 
When they do suffer a burglary, and 
the amount of 


are unable to show 
goods taken, it leads to friction. Be- 
cause the claim cannot be verified, 


some of them make ‘it enough’ and to 
spare, either from cupidity or a fear 
of the loss being larger than they 
think, hoping to bluff it through. To 
avoid trouble by not insuring such 
risks, is much the better policy. 
Presenting Your Case 
“To secure best results in the bur- 
glary business, don’t chase the line of 


business that is being sought for by 
all others who write the business at 
all. So many agents never think of 


writing any burglary policies except a 
thousand dollar residence policy. 
“Sometimes, the very man they are 
talking to needs, and would gladly buy 
a policy of twenty-five to fifty and may 
be one hundred thousand dollars, if the 
agent put it before him in the proper 
light. It is no uncommon thing for a 
“live wire” agent to take over the busi- 


ness started the previous year by 
another, and write it with a commis- 
sion net to himself greater than the 
total premium on the other fellow’s 
work. 

“Every large corporation, electric 
railway, electric light and power, 
steamship, railroad and every mining 
plant has need for burglary and rob- 


bery insurance. 





REVAMPS PHILADELPHIA OFFICE 
Casualty Company Adds Monthly De- 
partment to Charge of S. B. Hoge— 
Two Departments Combined 





The Casualty Company of America 
has combined the weekly industrial ac- 
cident and health department and the 
monthly department of its Philadel- 
phia office and has promoted S. B. 
Hoge, for some time manager of the 
weekly department, as manager of 
both, effective November 8. 





Other lines written: 
erty Damage, Collision, 


i Employer’s 
Compensation, General 


Liability, 





ridential Sasualty Sa. 


INDIANAPOLIS 
Write for our SPECIAL BONUS OFFER for 
PERSONAL ACCIDENT AND HEALTH producers 
BURGLARY AND PLATE GLASS, Automobile Liability, Prop- 
Liability, P 
Industrial Accident and Health. 
ASSETS OVER A MILLION 
SATISFACTORY SERVICE TO POLICYHOLDERS AND AGENTS 
REAM, IVES AND WRIGHTSON, Eastern Managers, 
24 BROAD STREET, NEW YORK. 


Public, Teams, Elevator, Workmen's 





Saving Life with Those Given For 
Destroying Life 





While some men who read the de- 
tails of how foreign decorations are 
won in the European War are thrilled 
others are horrified. The spectacle of 
a soldier with hand bombs creeping out 
of a trench and blowing up a company 
playing pinochle in a trench a few 
yards away—or two soldiers with a 
machine gun in ambush wiping out a 
company single handed—are actual in- 
cidents which won decorations and 
which were recently reported in Euro- 
pean papers. 

Mr. De Leon’s Comparison 

These thoughts were evidently in the 
mind of E. W. De Leon, president of 
the Casualty Company of America, in 
his talk before the World’s Insurance 
Congress when he said, in discussing 
the International Association of Casu- 
alty and Surety Underwriters and its 
activities: 

“In another conspicuous way has the 
Association contributed to the general 
uplift of mankind in the highest ethi- 
cal and social sense. For many years, 
three gold medals are awarded annu- 
ally to persons, who in the estimation 
of the Association have displayed great 
heroism in voluntarily saving human 
life. These awards are recommended 
by a Standing Committee, known as the 
George E. McNeill Medal Committee 
and the medals are presented to the 
recipients or their representatives at 
the annual convention of the Associa- 
tion. History is replete with the names 
of brave men and women, who, either 
in the delirium of battle or in response 
to the call of duty, have been decorated 
by their King or their country for acts 
of heroism, in saving or destroying hu- 
man life. We are thrilled, although 
horrified, in these days of conflict and 
carnage among the nations of Europe. 
to read of such conspicuous deeds of 
bravery and of their reward. The deco 
rations of the Iron Cross; the Victoria 
Cross; the Legion of Honor and the 
Medal of St. Viadimir appear almost 
daily in the chronicles of the titanic 
struggle that has transformed historic 
cities and fertile countries into deso- 
late ruins and utter devastation. 

“The McNeill Medals are decorations 
for heroism performed under vastly dif- 
ferent conditions. No blare of trumpets 
or crash of martial music, no irresist- 
ible force of frenzied combat, are the 
accompaniments of these acts of brav- 
ery. No call of duty to be performed 
prompts the risking of one life in the 
hope of saving another. Impelled by 
that divine impulse of self-sacrifice for 
the cause of humanity, these heroes 
exemplify the highest and noblest type 
of bravery in their voluntary and de- 
liberate disregard of self, of home and 
loved ones, of ambition, hope, even of 
life itself. No greater service can be 


rendered by insurance to the world 
than the public recognition of these at- 
tributes of the higher’ citizenship 
through the award of the McNeill Med 
als by the International Association of 
Casualty and Surety Underwriters. No 
narrative, however incomplete, of the 
work of the Association in relation to 
insurance would be worthy of record 
without a passing tribute to the mem- 
ory of those founders of the organiza. 
tion who have journeyed to the land 
from which no traveler ever returns. 
They comprise the gallery of immor- 
tals whose noble example and benefi- 
cent influence are ever the directing 
genius of the Association’s accomplish- 
ments. The huge figure of the great 
Hercules portrayed upon the official 
poster of the Congress, forcing apar: 
the cliffs of the continents of North and 
South America to admit the waters of 
the oceans and their fleets, typifying 
the personification of power, is but em- 
blematic of the giant forces that con- 
tributed so greatly to establishing and 
developing this Association.” 





N. Y. COMPENSATION DECISION 


John Hook, who was _ an employe of the 
Lehigh Valley Railroad Co. at Rochester, New 
York, has been awarded compensation by the 
State Industrial Commission for injuries he 
received July 7, 1915. The company is a self- 


insurer, The award was $5.77 weekly for a 
period of seven weeks and the claim was 
continued. 

Mrs. Kate McTiernan and her two minor 


children have been awarded compensation for 
the death of Michael McTiernan who was killed 
while employed as a longshoreman_ by 
International Elevating Company. 
Indemnity carries the insurance. The widow re- 
ceives $6.92 a week and the children $2.31 a 
week each. An undertaker’s claim for $100 
was also granted by the State Industrial 
Commission. 
Mrs. Guiseppi Cino and her minor son have 
been Ps ~ | 


the 
The Globe 


$3.46 and $1.15 a week, re- 
spectively, because of the death of the hus- 
band and father who was employed by the 
Morton and Gorham Contracting Company, 
Brooklyn. The Casualty of America carries 
the insurance. 
Robert Lyon has_been granted compensa- 
tion by the State Industrial Commission for 


injuries he received while in the employment 
of Rose Windsor and Bob Davis of New York 
City The Zurich General carry the insur- 
ance. Mr. Lyon received $15.00 weekly for 
a period of eight weeks and the claim is con- 
tinued for further hearing. 


How Sprinklers 
Affect Fire Rates 
(Continued from page 1.) 


Co., Grand Rapids: We carry $1,000,- 


000 insurance. Old rate, 60 cents to 
$1.40 on various mills. New rate, § 1-3 
cents. 


Other Reductions 


Old New 

Rate Rate 
Lewis Knitting Co..,,..$15.50 $1 
Wm. Doerfinger Co., La 

ee 1,20 19 
Wisconsin Pearl Button 

SM) sadasase ces wae sch 1.18 13% 
Goodyear Rubber Co., 

Milwaukee .......... 95 18 
Boston Store, Milwaukee 1.75 35 
Johns-Manville, Milwau- 

Ea eae 1,40 13 1-3 
Wis. Knit. Mills, Manito- 

ae ee ee 97 19 
Menasha Wooden Ware 

Co., Menasha, $600,000 

errr 41% .60 
Lauerman Bros Co., 

Marinette porate ripen 1.62 40 
‘Arnold Electric Co., Ra- 

ee eer 1.65 10 
Columbia Shoe Co., She- 

are 2.35 15 








ACCIDENT AND HEALTH 





New England Equitable Insurance Co. 
BOSTON, MASSACHUSETTS 
INCORPORATED 1901 
PAID UP CAPITAL $1,000,000 


CORWIN McDOWELL, President 
B. J. TAUSSIG, Chairman of the Board 


FIDELITY AND SURETY BONDS 
LIABILITY AND WORKMEN’S COMPENSATION 


AUTOMOBILE PROPERTY DAMAGE 
Efficient Service to Policy Holders, Agents and Brokers 





PLATE GLASS AND BURGLARY 
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[ Special Talks With Local Agents 














One of the = general 

General Agent agents of the Colum- 
and Personal bian National has built 
Production up an accident  busi- 
ness of over $100,000 

a year in premiums. About sixty per 


cent. of this is the general agent’s per- 
scnal production. In its .own agency 
force it has many illustrations of large 
and successful personal production 
records of general agents. No one can 
discount the importance of a general 
agent properly developing his territory, 
of having an agency force of solicitors 
alive to the opportunities the business 
affords; but the company believes the 
general agent's first duty to himself 
ard the company is to get established 
as quickly as possible on a firm and 
permanent foundation. In no other 
way can this be done so satisfactorily 
as through the personal production of 
the general agent. 

Good men, capable of becoming real 
leaders, are just as scarce in this busi- 
ness as any other, if not more so. For 
2 general agent, without a volume of 
personal business, for the first year or 
two to spend a very large proportion 
of his time in training agents is all 
right as a theory only. It matters not 
whether the general agent has or has 
not a large working capital to invest in 
his agency, unless he has acquired the 
experience which comes from personal 
scliciting and is a good personal pro- 
ducer himself, he cannot so success- 
fully show others what can be done 
and encourage them along the proper 
lines to become valuable agents. Then 
at the end of the month when the ac- 
count of stock is taken, it is better for 
the general agent and the company that 
the general agent show a good substan- 
tial net profit. 

In no better way can a_ general 
agent insure a net profit each month 
than by devoting the bulk of his time 
to personal production. When the gen- 
eral agent's personal production reach- 


es the point where his income from re- 
newals covers all his expenses, more 
time can be devoted to agency devel 


opment. 

The point the company emphasizes is 
this; that the men making the 
net profits from this business are the 
personal producers, whether they be 
general agent, special agent or local 
agent, and that the source of most 
profit is personal production 


largest 


* * * 


Ambition is responsible 


Ambition for the world’s progress. 
Stands for Were it not for man’s 
Progress ambition. barbarism 
would still be rampant 

Education, enlightenment, health and 


humanity are the outcome of individual 


ambition, says the American Casualty 
Company. 
The innate desire of every normal 


man to advance morally, socially and 
financially is the motive power of civi- 
lized progress. Every child is ambitious 
to excel and thirsty for knowledge. Love 
and marriage are only evidence of the 
ambition to serve and be served for 
mutual betterment and uplift. Genius 
is the vehicle that carries ambition to 
successful fulfillment. Ambition is pride 
in accomplishment and desire to do 
things. It stimulates latent talents and 
evolves new ideas. It inspires great 
works and discovers ways and means. 
When ambition is lost life is a dreary 
prospect and failure perches on the 
threshold. Age ripens ambition: hence 
the wonderful achievements of the 
world’s greatest men have usually come 
late in their lives. In business, every 
man from manager to janitor must be 
ambitious and naturally is so; else he 
had better change his occupation. 
Ambition makes business men of 
every station alert, bright-eyed, keen 
and successful. The laggards, the list- 


less, the complainers and the envious 
have lost their ambition and failure, 
poverty, illness and the “down and out” 
club will claim them sooner or later. 
Temporary setbacks must not kill ambi 
tion or all is lost. Buck up! Sit tight! 
There is always light ahead. Keep up 
ambition for in the end ambition always 
stands for progress. 


NOTED BY PHILADELPHIA DOCTOR 


“Mutual 
Employe 


Obligations of Employer and 

Under Pennsylvania 
Law Explained 

Detailed information on the compen- 
sation law of Pennsylvania has been 
prepared by Dr. Ralph J. Brodskey, a 
compensation expert of Philadelphia, 
with the object of furnishing employer 
and employe the initial information as 
to their mutual obligations under the 
law. Dr. Brodskéy has made a com- 
prehensive study of the compensation 
laws of the United States and Great 
Britain and bases his work on obser- 
vation therefrom. 

Dr. Brodskey calls attention in his 
work to the following interesting dis- 
tinctions made by the law: 

“A physician's chauffeur is an em- 
ploye, but a retired capitalist’s chauf- 
feur is a domestic servant. A cook in 
a boarding house, in a hotel or restau- 
rant is an employe, whereas a cook in 


a private household is a domestic ser- 
vant. 
“Executive officers of a corporation 


are employes, if in addition to the per- 
functory work the specific office im- 
poses upon them, they perform some 
other work of the corporation. On the 
other hand, a person who works with 
another under a partnership agreement, 
even if he receives only wages from 
the firm as do the other workmen, is 
not an employe within the meaning of 
the act, for the reason that the rela 
tion of employer and employe does not 
exist there.” 

The writer also notes the following 
instances in which compensation would 
and would not be granted under the 
Act: 

“A driver, who, while delivering a 
package to a customer, is bitten by a 
dog would be awarded compensation, 
while a messenger who, having deliv 
ered the message, stops to render as- 
sistance to a horse overcome by heat 


and is injured, would be denied the 
same.” 
Alfred J. Hodson, superintendent of 


agents of the New York branch of the 
Aetna, devised a rather unique plan 
to help him out in emergencies The 
last few days prior to the start of the 
Aetna agents on the trip to the coast 
were busy ones for him in that every 
agent from New York City and vicin 
ity who was going on the trip seemed 


to have innumerable questions that 
simply had to be answered. Mr. Hod- 
son could not talk for five minutes 
without the telephone ringing with a 
query about tickets, time of leaving 
ard number of berths from the agent 
of the company in Peekskill, Newark, 
Long Island City, ete. While he was 


answering these questions, a line would 
form at the side of his desk composed 
o: agents in New York who had ex- 
actly the same questions to ask. Some 
times the agent on the phone or the 
one by the desk became impatient; 
sometimes, Alfred J., himself, became 
a trifle nervous, and it was for such 
occasions that he used his “trouble 
disperser,” which was merely his busi 
ness card with the following poem 
engraved on the back: 


Smile and the world smiles 
Kick and you kick alone, 
For the cheerful grin, will 
Where the kicker is 


with you, 


let you in, 
never known, 





W. E. SMALL - 


A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 


MACON, GEORGIA 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres Ss 


The METROPOLITAN CASUALTY 


INSURANCE CO. 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co 


CHARTERED 


POLICIES 


EUGENE H. WINSLOW, President 
Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


OF NEW YORK 
47 CEDAR STREET 
1874 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass'’t Se 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


OF 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869 


London Guarantee & Accident Co., Ltd. 


LONDON, 


F. J. WALTERS 


Resident Manager 
5S JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 


ENGLAND 












HICAGO 





H.GB.Alexander 
PRESIDENT 


John J. O'Neil, special agent of the 
plate glass department of the Casualty 
Company of America, is in Philadel 
phia where he is organizing the plate 
glass department of the Sturtevant 
Corporation, Philadelphia agents of the 
Casualty Company 


The Kmployers’ Liability 
Assurance Corporation, Liinitea 


The original and leading Liability 
insurance Company in the World 
ULABILITY, STEAM BOILER, ACCIDENT 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Manage: 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 
UTAH COMPENSATION MATTERS 


On his way back from the World's 
Insurance Congress . Robertson 
Jones, secretary-treasure! of the 


Workmen's Compensation Service 


reau, stopped off at Salt Lake City 
where he had a conference with In 
rurance Commissioner James of Utah 
regarding the enactment of a compen 
sation law at the next session of th 
Utah Legislature. which w not con 
vene until 1917 Mr. Jones learned at 
that time that the Governor of Utah 
is appointing a commission to recom 
mend a compensation bill. as provided 


by the last Legislature 
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Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 

Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. wo: california St 
NEW YORE ven 


Ford Bldg. 17 St. John St. 
DETROI MONTREAL 


300 Nicollet Ave. 


314 Superior St. 
DULUTH MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 



















A District Agency Open in one of the Most Prosperous Sections 
of the United States. Will Consider Applications From First- 
class Men Only. 


BANKERS LIFE COMPANY 


Des Moines, lowa 

























A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 














Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 
The Equitable Life Assurance Society 
OF THE UNITED STATES 
P. O. Box 555 
New York City 





























American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 





State Mutual Life Assurance Co. 


—-OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
January 1, 1915 


NN so hid aig Kida RS ON OS Oe Weck aren $46,516,911.00 
BE na:40.4 5h ameeae won eh 6 wh a o-00e 43,315,986.56 





Surplus (Mass. Standard)............. 3,200,924.66 
INSURANCE IN FORCE .............. $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 


Occasionally we have an opening. 


EDGAR C. FOWLER 


Superintendent of Agencies. 























Insurance Company of North America 
PHILADELPHIA, PA. 


“aa 
a 








Marine 


and Inland 
Transportation, 
Motor Boat, 
Tourist Floater, 
Automobile 
Floater, Parcel 
Post 








Fire 
and Tornado 
Rent, Lease, Use 


and Occupancy 








EUGENE L. ELLISON, President 
BENJAMIN RUSH, Vice-President 

T. HOWARD WRICHT, Sec’y and Treas. 
JOHN O. PLATT, 2nd Vice-President 
SHELDON CATLIN, Ass't Secretary 








PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 


GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 


SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 
applicants) applied for $54,587,290 of additional insurance in The 
Northwestern during q 

NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 

Mortality 55.87%. Interest 4.97%. Expense 10.53%. 

AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 








Income Insurance Before Selecting Your Company ‘‘Large Dividends” 
° Write to 
Corporation Insurance H. F. NORRIS Lew Cost 
Partnership Insurance Superintendent of Agencies Service Policy 














Milwaukee, Wisconsin 























